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Cut in on Defense-plant 
oT 


Industrial Electrical Equipment in- 
cludes (beginning with top figure 
above): 3-wire Receptacle with rub- 
ber Plug; 2-wire, 20 amp. Duplex 
Receptacle with cord- grip Cap; Type 
C Ceiling Pull Switch; Small Motor 
Starting Switch; 3-wire rubber Cord 


Connector; Outdoor Weatherproof 


Switch; Weatherproof Receptacle; 
3-wire Flush Receptacle with Cap; 
Type C Tumbler Switch. Complete- 


line Catalog lists many more “current 


necessities” for industrial jobs. 





, courtesy of 
“MILL é FACTORY” 


” of 





NEW plant facilities have one objective: 
PRODUCTION. And that’s the object of the wiring systems! New 
wiring and re-wiring jobs are planned to facilitate production through 
more electrical outlets and controls; more numerous and convenient 
power-connections. 


to give more power to 


ARROW is supplying a record production of Wiring Devices for heavy- 
duty service, of a quality assisting in smooth operation of hard-driven de- 
fense industries and others. Numbers illustrated above — listed at left 
are typical demand-leaders of today. Designed to help your Contractor- 
customers to take a leading hand in their LARGEST JOB! 


ARROW ELECTRIC DIVISION 


THE ARROW-HART & HEGEMAN ELECTRIC CO. HARTFORD, CONN. 
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TIMES 


and TRENDS 





DECEMBER 


Warning—In Dead Earnest trom att too 


many quarters come reports to the effect that some 
wholesalers do not observe the most fundamental 
“ground rules”, either when it comes to doing business 
with their suppliers or with buyers who have, or claim, 
priorities ratings. 

This means that those comparatively few who today 
do not play ball under the regulations as established by 
OPM and various authorized government agencies, not 
merely are slowly throttling their own business, but 
they are jeopardizing the entire wholesaling industry. 

It is of utmost importance that all statements made 
to a manufacturer for the purpose of inducing him to 
expedite shipment, on forms filed under the Defense 
Supplies Rating Plan, MUST BE IN ACCORDANCE WITH 
FACT and must not be mere “guesstimates”’. 

Let us remind that Form PD-25-C bears a notice 
that it is ‘a criminal offense to make a false statement 
or representation to any department or agency of the 
United States.” It is also pointed out on the form that 
it must be filed by the supplier (the manufacturer) for 
inspection by representatives of OPM. 

Let no wholesaler lull himself into the belief that 
there will be no inspection. Instead, everybody had 
better take it for granted that there will be not only 
inspections but prosecutions also. 

It should be remembered that the manufacturers 
simply are obliged to take the wholesalers’ word, and 
their responsibility ceases when they have the neces- 
sary covering form on file. But it’s the government 
that will do the checking, and the crackdown on the 
violators will be neither slow nor gentle. The least 
that might happen to the individual violator is the shut- 
ting off his sources of supply. 

But, if there are too many violators, THE GOVERN- 
MENT MIGHT DECIDE that it’s too much trouble to keep 
those thousands of wholesalers “straight”. Then it 
would proceed, without much hesitation, to rule all 
of them out of business—for duration—at least insofar 
as it involves getting stock of products that come under 
priorities or other controls. 
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REMEMBER that every government agency knows 
that the flow of materials is much more easily controlled 
at the source—which means the manufacturer—rather 
than after the goods have entered various channels of 
trade. 

REMEMBER that the government has given ample 
notice that it wants to control the flow of scarce mate- 
rials and their products. 

REMEMBER that it has provided a plan under which 
wholesalers can continue to perform their normal func- 
tions during the emergency. 

THEN REALIZE that if you don't do your honest and 
utmost best so that the plan will operate to the satis 
faction of the government, you may wake up some fine 
morning and find that all electrical manufacturers have 
been ordered—for duration—to sell direct to the users 
who need their products. That would mean “CURTAINS” 
for the wholesalers. 

NO FOOLING, FELLOws! If you want to stay in busi- 
ness during the emergency and have a business after 
it’s all over, better play the game according to the 
rules. 
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Power Conservation Means More Sales 


Government experts say that there is a power shortage 
of dangerous magnitude in the making. With that opin- 
ion, private experts don’t agree, but we find it generally 
conceded that conservation of power will be increas- 
ingly demanded. 

To us that need for conservation spells new and 
undreamed-of opportunities for the electrical industry 
and the wholesaler. 

Obviously in any program of conservation of power 
the first line of attack must be concentrated ON WASTE. 
Where is electrical energy being wasted today ¢ 

Well, we have not made a survey, and it is not the 
purpose of this department to present exhaustive 
market studies, but here are just three avenues that 
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lead to power waste elimination while they are paved 
with new sales opportunities. 

A) Modernize industrial power equipment. Undoubt- 
edly those new plants that have recently been put up or 
equipped for defense production are up to date and 
operating with a minimum of wasted power. But— 
there are literally thousands of old plants that are fill- 
ing defense contracts while using old and wasteful 
motor and- control equipment. To modernize those 
plants would result in the saving of hundreds of thou- 
sands of kilowatt hours for other useful purposes, 
and—the required electrical apparatus and supplies 
would carry high priorities ratings. 

B) Lighting. Despite the spectacular sales volume of 
fluorescent equipment during the last two years, the 
much-needed job of RE-LIGHTING AMERICA has been 
just barely started. 

Here are a few things that modern lighting equipment 
would do in those thousands of more or less antiquated 
factories doing defense work. 

1) It would save huge totals of kilowatt hours. 

2) It would cut down the number of man-hours neces- 
sary for doing specific jobs. 

3) It would reduce to the very minimum the tremend- 
ous spoilage and waste of precious raw materials and 
semi-finished products, that results when men must 
operate machines under inadequate lighting. 

4) It would reduce substantially the loss of man-hours 
due to injury or sickness resulting from inadequate 
lighting. 

C) Power Factor Improvement. This is the more tech- 
nical way of describing one phase of modernizing 
power equipment. Capacitors do the job. They are 
power and money savers. They are a “natural” as a 
sales builder for wholesalers who are on the job. (See 
our Jan. 1942 issue.) 

We could explore this subject of Power Conserva- 
tion at much leneth, but the above will show that the 
needed program opens new opportunities for whole- 
salers to speed defense production by serving industry 
with things that will enable factories to produce more 
eoods in less time—with less waste. 


©) 
Metal From Water Down on the Gulf of 


Mexico, a plant is pumping out of the ocean each day 
enough water to supply a city of 100,000 souls, and 
when that water has been put “through the wringer”, 
“X” thousand pounds of magnesium metal are ready 
to serve our defense needs. 

Lighter than aluminum, this metal is used in huge 
quantities for aircraft and munitions, and, thanks to 
the ocean-water and other new processes, U. S. pro 
duction of magnesium metal in 1942 will be more than 
the whole world produced in 1940. 

To the Dow Chemical Company, for developing the 
ocean water extraction process, went the 1941 award 
for chemical engineering, given by Chemical and Metal- 
lurgical Engineering. 

When the emergency is over, you'll hear more about 
magnesium metal in the electrical field. 
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Cigars VS. Golf Balls an Associated Press 


cablegram from London reports that a box of cigars 
presented to the Red Cross by Prime Minister 
Churchill brought $2010 at an auction for Mrs. 
Churchill’s aid-to-Russia effort. 

That news item reminds us that during the World 
War a box of golf balls, donated by United States 
Rubber Co., brought around $2200, being auctioned 
off for the benefit of the American Red Cross at the 
electrical wholesalers’ May, 1918, Hot Springs 
Convention. 


©) 


: : : 
Sell Voice Communication one manuiac- 
turer of such systems reports the sale of 93 major 
installations in a single month. 

These went into factories, on construction jobs, into 
schools, churches, colleges. Included were installations 
in hotels, hospitals, auditoriums, department. stores, 
lodges, restaurants, roller skating rinks, bowling alleys, 
night clubs. 

Wholesalers who do not promote actively and 
expertly the sale of sound, intercommunicators, tele- 
phones, are missing a golden opportunity. 


€ 
Victory Program A high SPAB official is 


credited with the following must schedule of what 
detense, lend-lease and war production will mean. 

Right now those things take 15 percent of our indus- 
trial capacity. That must be raised to 25 percent by 
the end of 1942 and to 50 percent by summer 1943. 

But don’t let that scare you into thinking that those 
figures would apply to everything we made, shall we 
say in 1940. They apply to all that we will produce in 
those future periods. 

Considering the tremendous increases in capacity 
that have been and are still being effected on some 
materials, 50 percent of capacity in 1942 may represent 
100 percent or even more of total capacity in 1940. 

The point to remember is that the whole production 
program right now is only in “first” gear. We'll be 
able to shift into “second” a year from now, and by 
summer of 1943 we'll really go into “high”. 


EDITOR 
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WHOLESALER'S N.R.A. EAGLE LAYS AN EGG 
Just released—details of deal made by Leon Henderson, 
OPM Price Administrator, “with more than 100 repre 
sentative wholesalers of paper products.” 

It is stated that through unusual demands resulting 
from increased business activity, Jobbers’ mark-ups on 
Southern Kraft wrapping paper /iad increased 2 cents 
to 5 cents a pound on standard grades and even more on 
specialty grades. This boost in mark-up inflated prices 
to the “consumers” (Quotation marks ours—The Edi- 
tor) and thus washed out the benefits that were expected 
after OPA had induced the paper mills which produced 
that wrapping paper to stabilize the price to wholesalers 
“at around 44 cents a pound.’ 

NOW—Using as a guide a “Manual of Standard Ac- 
counting and Costing for the Paper Distributing Trade” 
that was developed “during the NRA days,” the agree 
ments with wholesalers, just announced, “reduce mark 
ups sharply.” So says the OPA announcement. 

Then follows a table of maximum prices as agreed 
upon between OPA and the paper products wholesalers 
Here are some of them and remember the cost of the 
paper to the wholesalers is 45 cents per pound. 


Mark-up 


Under 100 Ibs one delivery 9¢ 100 % 
100 to 499 Ibs one delivery 74¢ 663% 
2,000 to 9,999 Ibs... one delivery 6 ¢ 334% 
10,000 and over 345 ¢ 28 % 


COMPETITION IN CONCENTRATION CAMP !:, 
some fields manufacturers are worrying about what the 
present priorities set-up will do to post-emergency 
competition. 

It is pointed out that for self preservation buyers are 
forced to stick close to their leading source in order 
that they may have the best chance of getting needed 
materials and—the lines are being drawn tighter and 
tighter. 

This in substance makes them captive customers of 
specific producers and prevents them from buying in 
the open market. Such practice, if long continued, 
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By "The Man with the Panama Hat’ 




















would seriously upset the frequently mentioned “checks 
and balances” in many industries, would actually put 
competition in concentration camp. 


ALLOCATIONS It will be some months before the 
efiect of SPAB’s activities can be appraised. Materials 
controls are hitting one industry after the other, making 
it tough going for a lot of small manufacturers. 

Expectation here is that before the winter is over 
there will be so much crying by small concerns, so much 
pressure from communities that are hard-hit by priort- 
ties-unemployment, that some plan of relief will be 
evolved. 


PRICE CONTROLS $ In Congress the battle of price 
control still is going strong. There is growing senti- 
ment against broad or ambiguous provisions for fear 
that too much new power will be vested in administra- 
tion-controlled agencies. Nevertheless Henderson will 
get his price law and we—we'll get a continuing uptrend 
in prices just the same—only perhaps the rise will be 
slowed by the new legislation. 


P-22 In the October—Second National Defense Num- 
ber of WHOLESALER’S SALESMAN, full details of Prefer 
ence Rating Order P-22 were published. Since then the 
order has been amended, broadening its scope with 
much potential benefit to electrical wholesalers. 

Under that amendment, any plant or business quali- 
fied to use the rating can do so without first making ap- 
plication for its use, simply by giving the supplier or 
wholesaler an order on which appears (on original and 
all copies) the following endorsement : 

“Material for Maintenance, Repair or Operating Sup- 
plies—Rating A-10 under Preference Rating Order 
P-22, as amended, with the terms of which I am 
familiar.” 

Then the wholesaler may extend that same rating to 
his suppliers in order to obtain the necessary material. 
Important: The P-22 order, because it eliminates a lot 
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IDEAS 











By using these prac- 
tical wiring ideas whenever possible, your needs 
—and in turn our needs—for precious priority 
materials will be greatly reduced. Thus not 
only can we be more certain of filling your 


order, but also can often speed its delivery. 


TO SAVE VITAL MATERIALS 
TO GET WIRES AND CABLES FASTER 
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WET LOCATION WIRING 


Use HAZARD Watertite, Type RW. Its — 
rubber insulation requires no lead or P a 
tection and saves this vital material. Full deta: 


are found in bulletin 168A. 


= 








UNDERGROUND INSTALLATIONS 


stead of cable with lead sheath and yore 
_or with rubber sheath... use uae ~ 
Armortite—the non-metallic undergroun —- 
with the outstanding record of no service A 
ures. Armortite makes important engine 
lead, steel and rubber. Send for bulletin 


' for complete facts. 


In 





REWIRING 


Use HAZARD small diameter wires. They per- 


mit more or larger capacity wires to be —— 
in original conduit, eliminating the nee — 
new conduit and thus save steel. Bulletin 


gives all the facts. 





NOTICE TO SALESMEN 


This message will appear in leading elec- 
trical papers shortly. Be sure your cus- 
tomers see it. 
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NEW WIRING 


In pl i 
rs = — wire, use HAZARD Performit 
e€ heat resistance means greater | oat 
oa 
> Same amount of copper 
Pacity with less copper sci 


‘++ specially in the case of lar 
. is thereby consery 
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All of these HAZARD Insulated 
Wires and Cables are fully ap- 
proved under the N.E.C. All are 
carefully built to deliver the con- 
tinuous, trouble-free operation 
you and your customers want. 


INDIVIDUAL HELP 


If you would like assistance in planning 
jobs these days, our experienced Engi- 
neering Department is ready to help any- 
time, without charge or obligation. From 
our Research Laboratories are coming 
many new ideas—one may be just the 
solution to a problem you have. These two 
departments are as much yours as ours. 
And there was never a better time for both 
of us to make use of them than during 
this emergency. Just write or telephone. 


HAZARD INSULATED WIRE WORKS 


DIVISION OF THE OKONITE COMPANY 
Works: Wilkes-Barre, Pa. 
Offices in principal cities 
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of red tape and paper work, is definitely a life saver for 
hundreds of wholesalers. It should be considered as 
such AND SHOULD NOT BE ABUSED, BUT 
FOLLOWED TO THE LETTER. 

REMEMBER: You must SIGN IN PERSON BY 
HAND the first copy of every order that carries the 
P-22 endorsement. Manufacturers are not allowed to 
fll orders unless so signed. Also, P-22 applies solely to 
materials needed to keep properties in sound operating 
condition but must not be used to cover what is wanted 
for plant improvement or expansion, 


SMALL BUSINESS Executives and organizations else- 
where are interested in a materials-“swapping” plan 
that is now being developed by the Illinois Division of 
the National Small Business Men’s Association. 

A clearing house for unwanted equipment, tools, raw 
materials, is to be established and operated on a mail 
order basis. Lists of available items will be distributed. 
Sellers will pay 10 percent into the operating fund. 

It is expected that this plan will aid hundreds of small 
manufacturers in staying in business and surviving the 
priorities epidemic. 


STRIKES The short-lived coal strike served merely as 
one particularly prominent focal point for the steadily 
increasing unrest of labor. 

A recent survey by the National Association of Man- 
ufacturers shows that just in the four weeks ending 
November 21st, various strikes, reported in metropoli- 
tan newspapers, resulted in the loss of 9,817,344 
man-hours. 

Labor leaders are after a bigger slice of each defense 
dollar, they know that they are “in right” at the proper 
quarters, and they are going to ride the tide for all it is 
worth—and don’t expect that any effective curbs will 
be imposed. 


EXHIBIT TRAINS Reports from the field indicate 
that OPM ’s three-train “circus” is really going to 
spread defense sub-contracts over a lot of territory 
where previously little or no defense production had 
been lined up. 


BOOTLEGGERS BEWARE Sooner or later official 
Washington is going to crack down on the raw mate- 
rials bootleggers that are getting to be as thick as were 
their liquor-peddling predecessors during prohibition. 
\lready Leon Henderson has ordered some scrap 
“brokers” to pay back a 50 cents-per-ton “commission” 
that they collected in violation of existing rulings, on 
top of “ceiling” prices. By accepting only cash in pay- 
ment, most of these bootleggers make sure that each 
transaction is immediately “SPURLOS VERSENKT.” 


NEW P-22 AMENDMENT 1 wo items of the Novem- 
ber 10th amendment are particularly important to 
wholesalers. 

The P-22 order hereafter will apply to those using 
tools or equipment to repair or maintain the property 
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of other producers. This will include independent con- 
tractors, machine shops and other repair and mainte- 


nance Operators. 

DELETED is the provision which previously refused 
P-22 assistance in the replacement of equipment by 
improved equipment and which prohibited replacements 
“unless such existing installation is beyond repair.” 


COMING CLOSE An order issued by OPA Admin 
istrator Henderson on November 14th “stabilizes” all 
manufacturers’ and jobbers’ prices of a wide variety of 
builders hardware items at the price levels prevailing 
October 21st. Most of the products involved are made 
wholly or in part of copper or brass. 

OPA also asks for a record of selling prices of those 
items for the period Sept. 22 to Oct. 21 and decrees that 
beginning with November complete sales records must 
be kept. 


BUILDING The OPM Bureau of Research and Sta 
tistics believes that 1942 will be second biggest building 
year since 1930, exceeded only by 1941. 

It estimates that 54.2 percent of Eight Billion Dollars 
worth of defense construction still remains to be spent. 


BACKLOG Aircrait production finally has hit the half 
way mark of President Roosevelt’s 50,000 planes-per 
vear schedule and more than 2,000 planes are now roll 
ing off the production lines each month, 

Plane manufacturers have a backlog of $84 billior 
dollars in orders and there are still more big orders t 


come. 


BACKFIRE \achine tool manufacturers now are turn- 
ing out certain equipment faster than defense plants are 
ready to absorb it. Finished units are backing up and 
clogging the end of production lines for want of ship 
ping instructions. Some makers have had to find ware 


house space to store finished products. 


METALS Don’t expect any easing up of restrictions 
on the use of various metals for at least six months. 
Peak production of any important item of defense or 
war materials has not been achieved, and until the cu 
rent flow of raw materials more than equals the needs 
of defense plants going at full speed, there will 1x 


precious little for allocation to civilian users. 


BILL OF RIGHTS December 15, 1941 marks the 
150th anniversary of the Bill of Rights. 

Washington is planning to do some celebrating. The 
President will address the Nation via a_ national 
hook-up, and his talk will be translated and rebroadcast 
by short-wave in many languages. 

Local organizations and defense councils everywhere 
are urged to stage celebrations or ceremonies, designed 
to arouse new consciousness of the important part that 
the Bill of Rights has in guaranteeing us those rights, 
privileges, and liberties that form the foundation stones 
of our “way of life.” 
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MACH I N ERY 
Means Vital DEFENSE 


PRODUCTION LOSS 


@ Select carefully the fuses that protect your electrically 
driven production machinery. Reliability and accuracy are 
necessary to prevent unnecessary shutdowns—and to prevent 


motor burnouts that may cause serious long time delays. 


And today, the protection of motors is particularly im- 
portant because replacements cannot be as promptly 
secured as usual. It will pay you to specify your fuses by 
name.—Jefferson-Union Renewable Fuses have been first 


choice for more than a generation. Uniform accuracy, 


rugged construction, easy renewal of links assure long 
life and maximum protection. .. . Your electrical whole- 
saler can supply you... JEFFERSON FERSOW 
ELECTRIC CO., Bellwood (suburb of EFFERS( 
Chicago), Illinois. Canadian Factory: 

60-64 Osler Ave., W. Toronto, Ontario. FUSES 
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SOURCE These monthly reports covering the business activi- 


+ 


ties of electrical wholesalers throughout the United States 
‘ollected and compiled by The Bureau of the Census and 
Bureau of Foreign and Domestic 


SALESMAN—A McGraw-Hill Publication 
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Commerce of the U. S. Depart 
ment of Commerce, and underwritten in part by WHOLESALER’ 


Business Index 
For the Month of October 1941 


SALES 


salers from throughout the United States show that 


Reports submitted by 334 electrical whole- 


sales of the group during October were 4 percent below 
those of the previous month, September, and 66 percent 
above October 1940 sales. 

This October performance record is noteworthy in 
two directions, because it may represent the turning 
point in trend, 

First, the abrupt drop to a 66 points gain from the 
spectacular September sales gain of 90 points over the 
same month of 1940 brings October sales performance, 
when compared to last year, back to the approximate 
level of gains that prevailed during the period March 
to August inclusively. This may mean merely that 
this latter period really represents the current pace of 
sales and that September just happened to show freak- 
ishly high sales gains over 1940. 

More probably, however, September's 90 point sales 
gain will stand as a record, because October sales also 
represent a 4 point drop from the previous month. 
This first real decline of sales from the plateau levels 
of the May-September period, may well mark the be 
ginning of a general slowing up of the sales pace as 
maintained during the “plateau”” months, although it 1s 
not unlikely that forthcoming December 1941 sales may 
break that slowing-up process due to heavy appliance 
and holiday sales. 


INVENTORIES Arrival of large shipments of goods for 
the holiday trade probably helped to boost October 
inventories to 7 points above the previous month and 
47 points above October 1940. This 7 point inventory 
gain is the largest scored in any individual month since 
March, while the 47 point October rise over the same 
month of 1940 is the highest scored in any month since 
this index was established, July 1941 having previously 
held the record with a 41.1 inventory increase over 1940. 


COLLECTIONS With 286 firms reporting, the total of 
their accounts on October Ist was 5 percent greater than 
that outstanding on September Ist, 1941 and totals 
stood 74 percent above those of October Ist, 1940. 

Those firms had $44,367,000 on their books as of 
October Ist, while collections during the month main 
tained the same relative percentage, 74, as was shown 
by September. Also the average of outstanding ac- 
counts continued identical with the 40 day level of 
September 1941. 
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IECTRUNITE Distributors can be absolutely sure 
this fact: Contractors, industrial maintenance men 
Hd purchasing agents must buy “Inch-Marked” 
eECTRUNITE STEELTUBES through an ELEC- 
BRUNITE Distributor. 

That’s a rigid sales policy. Direct orders to the mill 
enot accepted. And ELECTRUNITE STEELTUBES 
vertising to your trade specifically states that this 


odern rigid steel raceway is sold exclusively through 
LECTRUNITE Distributors. 


This iron-clad sales policy is but one of the many 
Wwantages enjoyed by ELECTRUNITE Distributors. 
LECTRUNITE STEELTUBES has been advertised 
asistently to contractors, industrial plants and buyers 
electrical supplies ever since it first was introduced. 
a result, many have tried and now are regular users 
the product. Others are changing every month. 


Then, there are the sales features—light weight, ease of 
idling, no grimy threads to cut, three simple fittings, 
e of cutting and bending, the patented knurled 
side finish that makes wire pulling easier, uniform 
trosion-resisting galvanized surface and National 
ctrical Code approval. 
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PAT. APPLIED FOR 


LECTRUNITE Steeltubes 


Now, “Inch-Marking” puts an accurate continuous 
foot-rule on every length of tubing. With “Inch- 
Marked” ELECTRUNITE STEELTUBES, the ELEC- 
TRUNITE Bender and the bending instruction tag on 
every bundle—all exclusive features—any good mechanic 
can make accurate bends and cuts with greater ease 
and less chance for error than ever before possible. 

Remember—when you handle “Inch-Marked” ELEC- 
TRUNITE STEELTUBES, it is the only electrical 
metallic tubing providing all the advantages available 
in this product today—and it can be purchased only 
through an ELECTRUNITE Distributor. Would you like 
descriptive folders to use in your sales work? Write us. 
Steel and Tubes Division, Republic Steel Corporation, 
Cleveland, Ohio. 
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REGIONAL ANALYSIS 


\W ITH the national sales figures for October show- 
ing a decline of 4 points from September sales, 


OCTOBER, 1941 


Figures in this table apply to regions as 


‘ : . outlined and numbered on map above 
most of the regional totals also represent declines. 





































These range from only a few points to drops of 16, 18, SALES INVENTORIES 
19 points, while region 18 for the second time in 4 October, 1941 : October, 1941 
months did a complete turnabout. Having scored a 43 Compared in “o with Votes Compared in ~ with 
point rise in September, region 18 showed a 42 point September October (See Map) September | October 
drop in October, after registering a similarly spectacu- 1941 1940 1941 1940 
lar up-and-down performance in July and August. 109 169 ‘ 99 153 
Phe similarly unpredictable region 6 set a new 90 194 5 109 131 
record for sudden changes, its October sales showing a 109 180 3 103 165 
drop of 69 points from September, which had repre- 110 160 4 101 126 
sented the highest gain of any region in any month over 103 158 5 112 116 
the same month of last year. 78 187 6 88 114 
Performance in region 6 may prove significant as 94 129 7 103 154 
reflecting the increasing shortages of appliances and 94 139 8 7 144 
other electrical materials. Evidently a boost in inven- 88 166 9 106 135 
tories during June and July made possible its spec- = oa ™ sd = 
tacular sales rise of the August-September period = pt we oe 
we | August-Septe 1 169 12 113 202 
rut September and October inventories did not bounce 87 180 13 103 121 
back into higher ground, and the end of October, after 106 159 14 147 153 
a 69 point drop in sales, still shows the region with 94 171 15 114 182 
only 14 percent more inventory than a vear ago against 86 162 16 105 160 
a national inventory average of 47 percent. 99 186 17 113 149 
Interesting is the fact that for the first time since 81 163 18 128 148 
these records were kept, wholesalers in two regions, 12 95 183 ? $99 7 
and 19, actually increased their inventories to more than pi plete - a - 
double the totals of a year ago. That manufacturers’ po a po che 
; , S <3 ‘ 87 169 22 104 124 
shipments during October were fairly well distributed 
across the country 1s clear, as only 3 regions show inven- For 
tory declines from previous month while inventory in- 9% | U. S. A. bean yaa 











creases in the other 19 regions range up to 43 percent. 
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PHELPS HONORED. 


Dwight G. Phelps, vice president of Colt’s Patent 
Fire Arms Mfg. Co. (second from right) receiving the James H. McGraw 
Award manufacturers’ medal from Horace P. Liversidge, left, president of 
the Philadelphia Electric Co., who made the presentation on behalf of the 


Committee Of Awards. In center is Earl O. Shreve, retiring NEMA 
president, and at right, James H. McGraw, founder of the McGraw award 
and Honorary Chairman of the McGraw-Hill Publishing Co. 


Manufacturers Stress 
Need For More Production 


Participation in defense the theme of NEMA New York 
Thomas, Jr. 
group. Dwight G. Phelps receives James H. McGraw Award 


meeting. George C. elected president of 


pesca demand for vastly in- E. O. Shreve, vice president of Gen- 
creased electrical production to eral Electric. 
meet defense requirements and to keep Mr. Thomas stated that, “The de- 


general consumer needs at best pos- fense program is an all-time challenge 
sible levels, was the faced to the productive capacity and in- 
by the manufacturers at their fall con- genuity of electrical manufacturing 
vention. Meeting at New York’s Hotel companies.” Our industry’s services, 
\W aldorf-Astoria from October 27 to he added, are needed to speed produc- 
31 (our printer’s closing date pre- tion in all other industries, and in most 
businesses and distribution channels. 

\ highlight of the convention was 
annual luncheon at which Mrs. 
‘homas Alva Edison, widow of the 
inventor, and James H. McGraw, 


problem 
1] 
1] 


vented reporting the convention in the 
November issue) the NEMA member- 
Thomas, Jr., the 
Thomas & 


to the presidency. He succeeds 


ship elected George C. 
president and treasurer of 


Betts, 
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founder and honorary chairman of the 
McGraw-Hill Publishing Co.., 
honored guests. The luncheon was also 
the occasion for the presentation of the 
manufacturers’ medal and purse under 
the James H. McGraw Award to 
Dwight G. Phelps, vice presidet.., 
Colt’s Patent Fire Arms Mfg. Co., by 
Horace P. Liversidge, president, Phil- 
adelphia Electric Co., and a member 
of the Committee of Awards. 

In his speech of acceptance, Mr. 
Phelps described the efforts of the 
electrical manufacturing industry in 
fulfilling its share of production for 
defense, both directly and indirectly, 
and made a plea for “direct, forthright 
leadership.” 

Tributes were paid to the 
of Earl Whitehorne, editor of Elec- 
trical Contracting, by Mr. Shreve and 
Mr. McGraw, following 
audience of 500 members and guests 
rose and stood in respectful silence. 


were 


memory 
hich the 
which = the 


Certificates were awarded by the as- 
sociation to four men in recognition of 
50 years service to the industry. Re- 
cipients included W. W. Nichols, as- 
sistant to the president, Allis- 
Chalmers; G. E. Palmer, president, 
Palmer Elec. Mfg. Co.; B. E. 
bury, chairman, Pass & Seymour; F. 
G. Vaughen, Meter Di- 
vision, General Electric. 


Salis- 
manager, 


Five vice presidents elected were 
H. E. Blood, president, Norge; Ralph 
Kelly, rice president, Westinghouse: 
Max McGraw, McGraw 
Electric; F. W. president, 
Square D; W. E. 
president, Anaconda. 

Leonard Kebler, president, Ward 
Leonard Electric, was re-elected treas- 
urer. 

Immediately following up on the 
convention defense discussions, 400 
electrical manufacturers went to 
Washington on October 31 for a pri- 
orities conference sponsored jointly by 
OPM and NEMA. Mason Manghum, 
head of the OPM Industrial Contact 
and Education Unit, 


t 
1 
ll-< 


the meeting. The all-day meeting took 


president, 
Magin, 
Sprackling, vice 


was chairman rf 


up such priority topics as compliance, 
field organization, the 
maintenance order, situation on iron, 
Defense 


repair and 


; le 
steel, copper, the Supplies 


Rating Plan. 













PUT DEFENSE oN 
Al 24-HOUR BASIS 


with | 
Pay Brite Fluorescent 


B ecause Day-Brite Fluorescent provides 
daylight when it’s dark, it puts defense production on a 24-hour-a-day 
basis... This adds man-hours that are so vital to quick defense com- 








pletions — assures greater accuracy, higher morale and less fatigue in 
offices, drafting rooms and departments of design where the flow- 
lines of defense originate! 


Specify Day-Brite when you’re planning for speed! Call in your local 
Day-Brite representative —his experience may save you added time 
— his services will cost you nothing! 





LONG CONTINUOUS LIGHT STRIPS 
with this NEW DAY-BRITE UNIT 












Day-Brite Recessed Trof- 





fers in the Engineering ; 
Department of alargepro- THE EXPOSED i ae 
ducer of defense material. \ TROFFER— f sO? 


with Louvers == 








Designed for direct-ceiling 
mounting as single units or 
long continuous runs...Complete in one piece, 
with no loose parts to assemble... Side openings 
for easy lamp removal—removable wireway cover for servicing. Two 
extremely important factors for low cost maintenance .. . Individual 
self-hinging louvers are removable; no screws . . . Sizes: One and 
two 48-in., 40-watt lamps parallel and one 60-in., 100-watt lamp... 


The Complete Line of Fluorescent Lighting Fixtures 


NATIONALLY F RICA PF OUSE 
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HEADS NEMA. New president of 
the National Electrical Manufacturers 
Association is George C. Thomas, Jr., 
president and treasurer of Thomas & 
Betts. He succeeds Earl O. Shreve, 
vice president of General Electric. 





Entertains IES 
ry} mbers of the New England 
Section of the Illuminating Engineer- 


ing Society were guests of Hygrade 


le Mm 





Sylvania Corp. at their meeting, held 
November 14 

L.. Caulfield and R. Ward, of the 
Conti-Glo division Continental Litho- 
graph Corp., discussed and demon- 
strated various uses of Black Light 
gens, theatres, airplane and ship 
lials, in blackouts, etc. The impetus 
which war-time demands have given 
black light was pointed out. Donald 
Coggins, Hygrade research engineer, 
explained the uses of special tubes in 
plane and submarine detection work, 
high speed photography and _ inspec- 
tion of materials. 

Guests had an opportunity to in- 
spect the new fluorescent lamp manu- 
facturing plant at Danvers, Mass. 


by 


They were especially impressed by 
the main manufacturing floor which 
is 380 feet long by 100 feet wide, 
without post or pillar and which has 
a fluorescent lighting installation pro- 
viding 73 footcandles of illumination. 


They Demand 50 F.C. 


When Norman B. Hickox, Chicago 
lighting specialist, called to make his 
lighting recommendations for the new 
“windowless” building being put up by 
a well-known manufacturer of ball 
and roller bearings, company execu- 
tives asked for 50 fe. lighting before 
he had a chance to recommend it. He 
was taken to the old department where 
those levels were in effect and asked 
to duplicate light levels in use there, 


since it was “just right. 


Manufacturers Win 
Plastic Use Awards 


Recently a trade publication, Modern 
Plastics, held its sixth annual compe- 
ition for plastic applications. More 
han 2000 objects were submitted in 
the contest and among the manu- 
facturers in the electrical field who 
won awards were: Pierce Laboratory, 
Inc., Summit, N. J. (surface wiring 
systems ) ; Sessions Clock Co., Forest- 
ville, Conn. (clocks); Philco; Eureka 
Vacuum Cleaner; Easy Washer; Car- 
rier; Leader Elec. Mfg. Corp., Chi- 
ago (fluorescent lighting); General 
Electric; Ivan T. Johnson Co., New 
York. 


+ 
t 
+ 
t 
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Benfield Joins BullDog 


A new job for H. H. Benfield is the 
post of New York district manager 
for BullDog Electric Products (¢ 
He is known to wholesalers, contrac 
tors, etc. as the tormer sales manager 
1 Steel and Tubes Division of Re- 
public Steel Co. and has been dis- 
tinguished by his success in promoting 
the original use, application and 
minarketing of thin wall conduit. Hi: 
icquaintance with men and conditions 
in the electrical industry might be 
described as “transcontinental”, f 
lowing his initial sales training and 
work in the East, he spent a number 
f years on the West Coast, returning 
East to his position as executive sales 
head of the Steel Tubes division. 


- f 1 
or I[Ol- 





TAKING OVER the job of New 
York District Manager for BullDog 
Electric Products Co., Herb Benfield 
moves from the post of sales manager 
of the Steel and Tubes Division of 
Republic Steel Co., to promotion of 
BullDog products in the New York 
Area. 
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ELECTED to membership of the 
board of directors, Association of Na- 
tional Advertisers was Paul S. Ellison, 
director of advertising of the Hygrade 
Sylvania Corp: He has been constantly 
active in the Association, and is a 


member of several of its committees. 





Wire, Cable Group 
Meets With OPA 


ast month the wire and_= cabl 
manufacturers met in Washington 
with representatives of Leon Hendet 
son, OPA Administrator, and pre- 
sented schedules of changes in prices 
and terms of sale since January 1, 
1940, also discussed the practi rability 


of price regulations under present con- 
liti ms 

Phe wire manutacturers said lat 
wo factors made price establishment 
dificult at this time. First being that 


FTC issued a cease and desist order 
about five years ago which was stil 
in force against 14 companies Sec- 
md difficulty mentioned by tl 
facturers is that it is not possible for 
them to control increasing labor and 
material costs. To this, OPA said the 
manufacturers should absorb these ris- 
ing costs, thus maintaining prices at 
fixed levels. 


New Location 


ST. JOHN, N. B.—Emerson Bros., 
wholesalers of electrical supplies | 

are settled in a new location not far 
from the building which was destroyed 
by fire late last winter. Plans for a 
new structure on the same spot as the 
old one were stopped by shortage of 
important construction materials. 
However the new location is a three 
story brick building which will provide 
ample space for the company’s opera- 
tions. 
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AND HERE’S WHY: 


Each sale runs into substantial volume—from a hundred to a 
thousand dollars or more. That isn’t ‘‘peanuts.”’ 


Dealers can be steamed up to close many of their sales un- 
assisted—that means big dollar volume in proportion to the 
jobber salesman’s time. 


Dealers go after sales enthusiastically because Teletalk busi- 
ness makes them a 3-way profit—on instruments, installation 
and materials. 


Sales opportunities today are greater than ever. The speed-up 
required in every business by national defense requires the 
time-saving of Teletalk intercommunication. 


A consistent program of national advertising acquaints busi- 
ness men with Teletalk advantages—backs up the jobber’s 
effort and opens the door to dealer salesmen. 





The rapidly increasing sales of Teletalk Equipment 
indicate your quickest route to bigger commissions. 
Start today lining up the contractors in your territory. 


Licensed under U.S. Patents of Western Electric Company, In 
corporated, and American Telephone and Telegraph Company 
WEBSTER ELECTRIC COMPANY, Racine, Wisconsin, U.S.A. 
Established 1909. Export Dept.: 100 Varick St., New York City. 
Cable Address: “ARLAB” New York City 


WEBSTER 


“ ELECTRIC 


“Where Quality is a Responsibility and Fair Dealing an Obligation” 








MANUFACTURERS OF TELETALK INTERCOMMUNICATION AND PAGING SYSTEMS © POWER AMPLIFIERS AND SOUND DISTRI- 
BUTION EQUIPMENT +« RADIO PHONOGRAPH PICKUPS © IGNITION TRANSFORMERS AND FUEL UNITS FOR OIL BURNERS 
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Electrical Leagues Talk 


Current Promotion Trends 


International Association of Electrical Leagues, at 


Washington meeting, discusses trends that promotional 


activities should take during period of defense effort 


URING its previous meetings, the 

International Association of Elec- 
trical Leagues usually confined its ef- 
forts to ways and means for getting 
more business, selling more electrical 
equipment. However, the defense pro- 
gram has affected individual members 
of these various leagues, so their dis- 
cussions at the Washington, D. C 
meeting last month took a different 
slant from the usual one. 

J. S. Bartlett, managing director of 
the host league there in Washington, 
suggested that promotion programs 
today should adopt a_ conservation 
theme designed to keep the public elec- 
trically minded. Such an educational 
program, he said, would not emphasize 
the sale of appliances especially, but 
could show how electricity ties in with 
the necessity of conserving resources. 
For example Bartlett cited that prac- 
tically every sales point on behalf of 
electric cooking can be keyed to the 
conservation theme. 

The fact that many appliances get 
shelved by owners was strongly illus- 
trated by R. H. Jones, secretary of the 
Cleveland league, who said that a 
survey of 275 homes in his city re- 
vealed that 157 appliances were not 
regularly used. ‘Some place between 
the point of sale and the point of 
shelving, the selling of use has been 
neglected,” he stated. Then he urged 
that surveys of the domestic market 
be designed to determine what the new 
customer market is; the need and type 
of a repair service plan; the actual 
extent of appliance-shelving. 

Arthur Hirose, research director of 
McCall’s, tossed out sort of a pleasant 
bombshell when he came forth with 
thought that next year is apt to be a 
buyer’s market, unlike 1941. He bases 
this on the reasoning that the billions 
being spent on defense haven't yet 
trickled through to the public’s spend- 
ing and that next year the people will 
be ready to buy. It is therefore the 
electrical salesman’s job to see that he 
gets his proper share of that money. 
Mr. Hirose also stressed the im- 
portance of dealer’s going after service 
and repair business. 

G. W. Weston, secretary-manager 
of the Kansas City league, said that 
installment credit curtailment is slow- 
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ing up sales, but suggested that retail- 


ers can turn this into a beneficial sales 
argument by showing that shorter-term 
purchasing is less expensive than long 
ones. For example, he said that a cer- 
tain electric range, bought for $2 
down on four year terms would cost 
$186, while the same one could be ob- 
tained for $131 if 20 percent down 
payment was made with terms extend- 
ing 18 months. 

Officers elected include Carl Chris- 
tine, St. Louis, president: John Mor- 
rison, Philadelphia, vice president ; 
W. A. Ritt, Minneapolis, treasurer. 


Lighting for Photogra 
ighting for Photography 
CHICAGO—The Chicago Lighting 
Institute sponsored a show on artificial 
light in photography December 1 
through 5. Sessions were held early 
in the afternoon—from 12:15 to 2:00, 
late in the afternoon—from 4:00 to 
6:00, and in the evening. Speakers 
discussed photographic light sources, 
photoflash photography,—lighting for 
color, black and white, movies and 
stills. 








NAVY CALLS Bob Robertson, vice 
president of Fidelity Storage and 
Warehouse Co. and Robertson Sup- 
ply Co. of Orlando, Fla. into service 
as Ensign on active duty in the 
Panama Canal Zone. 





IN ARMY NOW. Address him now 
as Ist Lt. Leroy D. Jones, Jr. of the 
397th Field Artillery at Camp Clai- 
borne, La. Prior to joining the army, 
Jones sold apparatus and supply lines 
for Wesco at Miami. 


RESPONSIBILITY for the sales development of G.E. fluorescent devices 
for both the accessory equipment and wiring devices sales sections will 
belong to H. E. Merrill (right), while Andrew Doremus (left) will take 


over Merrill’s work as construction 


materials advertising manager. 
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Association Notes 


FRESNO, CALIF.—AlImost 500 elec- 
trical men gathered at the annual fall 
meeting of the Pacific Coast Electrical 
Association here on November 6 and 7. 
Separate meetings were held for the 
business development, operating econ- 
emies and administrative service sec- 
tions. 


CHICAGO—“Civilian Defense” was 
the subject of a talk by Capt. H. C. 
Crosby, chief of police, Brookfield, II1., 
to the West Suburban Electric League 
at its November meeting. Since local 
police chiefs have been named by the 
F.B.I. as directors of home defense, 
his talk on this subject was found to 
be of particular interest and signifi- 
cance. 


PHILADELPHIA — Educational ac- 
tivities for the fall season opened on 
November 7 with an_ educational 
course for electricians. On November 
10, the first of a series of lectures for 
servicemen was inaugurated. 30th 
courses are in the form of lectures to 
be held one night each week. 


NEWARK—Ed. Heidt was elected 
president of the Essex Electrical 
League at the annual meeting on No- 
vember 6. He moves up from the 
vice-presidency, succeeding Tom 
Hunter who continues on the execu- 
tive committee. Joe Buhl is the new 
vice president, Ralph Morison, treas- 
urer. 





A VALUABLE CONTRIBUTION 
to wholesalers in meeting the prob- 
lems of the day was made by the 
Benjamin Electric Manufacturing 
Company through a series of charts 
which were on display at the NEWA 
meeting in Detroit. In the picture 
R. W. Staud, sales promotion man- 
ager, emphasizes a particular point to 
J. W. Fall Ill, vice-president and 
general sales manager of the com- 
pany. Shown are charts under the 
heading “How to Maintain Customer 
Goodwill” and “10 Sources of De- 
fense Lighting Business”. 
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WHOLESALERS in Kansas City and 
surroundings are now receiving visits 
from the chap on the left, Bob French. 
Gene Hagen, sales manager, and Clar- 
ence Steber, president (right), Steber 
Manufacturing Co. give him last- 
minute instructions. 





Curtailment But 
No Christmas Blackout 


Wholesalers in the southeastern area 
who had been wondering what OPM’s 
industrial power curtailment plan 
would mean to them in equipment 
sales, are relieved to know that a good 
rain, increased energy deliveries 
through transmission lines, and sav- 
ings in consumption resulting from 
the blacking out of signs, display and 
ornamental lighting which was already 
in effect have resulted in a_ week's 
and probably longer postponement of 
the cut. 

The shortage will not affect home 
Christmas tree lighting, and the hope 
is that fall and winter rains may end 
the shortage so that it will not be nec- 
essary to issue additional specific and 
drastic rules governing the use of cur- 
rent. 


Talk Fluorescents 


NEW YORK — More than 4,000 
wholesalers, utility men, electrical deal- 
ers attended a meeting on fluorescents 
sponsored by General Electric Com- 
pany here recently. The meeting, one 
of 60 now being held by G. E. in prin- 
cipal cities to present the status of 
fluorescent lighting and its possibili- 
ties, hit a new high for attendance at 
electrical trade meetings in the New 
York area. 

E. E. Potter, general sales manager 
G. E. Nela Park, estimated fluorescent 
tube sales at 21,000,000 this year, 35,- 
000,000 in 1942 and probably 65,000,- 
000 in 1943. Matthew C. Luckiesh 
talked of lighting not as a means of 
dispelling darkness but as a competitor 
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of daylight. The ideal illumination for 
offices he said is 300-400 fe., and he 
estimated 100 fc. as prevailing in the 
near future for ordinary application. 


Lide Promoted 
by Westinghouse 


Jesse H. Lide has been appointed 
assistant general advertising manager 
of the Westinghouse Electric and 
Manufacturing Co., East Pittsburgh. 
Mr. Lide, who joined Westinghouse in 
1924, was assistant advertising man- 
ager of the Westinghouse Merchan- 
dising Division, Mansfield. 

In addition to his years of advertis- 
ing experience with the company, he 
has been on the advertising staffs of 
the Rome Wire Co. and General Cable 
Corp. 


Industrials Increasing 
Light Intensities 


Meeting at the Westinghouse Lamp 
plant last month, the New York section 
of the Illuminating Engineering So- 
ciety heard that their efforts, along 
with those of others in the industry, 
have not been in vain. O. P. Cleaver 
said that, “tonight 1 million employees 
are working in industrial plants un- 
der intensities above 50 footcandles.” 
Much of the credit for this situation 
was due, he said, to fluorescent light- 
ing, though mercury vapors and in- 
candescents are used in many defense 
plants. Cleaver estimated that tl 
average industrial lighting level for 

(Continued on page 66) 
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SOMETIMES it takes a foreign lan- 
guage to emphasize an important point. 
Here Plymouth Rubber makes its point 
in Chinese with the help of a few 
English words. 
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The WIDE VARIETY 
of Wiring Materials 
Nee am HINT 3 
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Conduit, wire and cable, and wiring devices — standard 
materials and new materials—make up the G-E line. No wonder 
distributor salesmen selling G-E wiring materials have an ad- 
vantage. They can supply any type of materials their customers 
need for wiring any kind of building. The General Electric 
line of wiring materials is the only complete line made by one 
manufacturer on the market. The quality of these materials 


is uniformly high. They are designed to be used together. 


an G-E conduit products include 


white and black conduit, flexible 
G-E White Rigid Conduit G-E BX conduit, E.M.T., BX, BraidX 


and boxes and fittings 


G-E Black Rigid Conduit G-E BraidX 








G-E wires and cables include 
four grades of building wire, 
leaded wire, small diameter wire 
and portable cords 


CordX (GE 60% Type S) 





G-E wiring devices include 
switches, sockets, convenience 
outlets, plates, combination de- 
vices, fuses, plugs, etc. 


The G-E wiring materials illustrated 
above are only samples. The G-E wir- 
ing materials line is a natural for dis- 
tributor salesmen during these days 

a) of rapid building activity. There are 
ee exactly the right materials in the line 
ey oat for every job. Wiring Materials Sec- 
46) sa wT: tion, Appliance and Merchandise 


fae 
$ - - 
> Department, Bridgeport, Connecticut. 
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The RIGHT Glassware 
or defense lighting jobs 


Y' )U save a lot of time and trouble 
when you list items in your bid 
that you know will meet the specifi- 
cations of government departments. 
And so, to simplify your bidding, we 
have prepared sheets showing lighting 
glassware in the Corning line that 
KEYSTONE adic dl 
meets government specifications. PILGRIM 
These sheets are easy to use. They 
list our items together with the gen- 
eral classifications they will meet. Al- 
though final approval by government 
departments is required, you can be 
sure that your bid will be correct 
sOWL SHADE when you use these sheets. They're 
free—just clip and mail the coupon MISSION BELL SHADE 
below for your copies. 
The lighting glassware illustrated 
on this page includes a few of the 
many shapes and styles of high-quality 
glassware made by Corning. For fur- 
HALF SHADE ther information, write to Macbeth- 
Evans Division, Corning Glass Works, 


Charleroi, Pennsylvania. SEVILLE 





Macbeth-Evans Division, Dept. W-112 
Corning Glass Works 
Charleroi, Pennsylvania 


Please send me your mimeographed sheets showing govern 
ment specifications for lighting glassware. 

Name 

Address 


BALL GLOBES City 














i 


. 
TUININIS Corning Lighting Glassware 
i Bctosrels ae Glass wig aha 
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% HE HELPS YOU AI 


THIS BULLDOG SALES REPRESENTATIVE SELgYO 
ENGINEERING INSTALLATIONS FOR YOU 


Right now this BullDog Sales Engi- with BullDog Flexible Electrical 
neering Representative isanextremely _ tribution Systems. 





busy man. For day by day more and Every one of these complete enfy 
more defense manufacturers—making neering installations is a source 
everything from battleships to eyelets profit to you— immediate profit p 
for shoes, and from bombers to army a future share of further orders 
shirts — are equipping their new  BullDog Standard Products and s 
plants or modernizing their old ones plementary engineering equipm 
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OU HELP HIM 


EL@YOU HELP HIM BY STOCKING AND PUSHING 









BULLDOG STANDARD PRODUCTS 


With all this defense pressure on him, 
the BullDog Sales Engineer values 
your Cooperation even more than ever 
before. You can help him by putting 
extra sales push behind BullDog 
Standard Products and by getting in 
your defense certifications promptly. 

By this kind of help, you give the 


; 
it 


i 


a 


t 
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—— 


Circuit Master (circuit 
breaker) 10 circuit single 
row panelboard. 


BullDog Sales Engineer more free 
time to concentrate his efforts on engi- 
neering installations for defense. And 
don’t overlook the fact that these 
engineering installations frequently 
include standard items which can be 
shipped from and consequently 
can be readily replaced in your stock. 


DF-30 Distribution Switchboard. 


Standardized sectional construction 














-ball-bearing switches—free stand- 
ing — dead front — fotally steel 


enclosed. 


Vacu-Break Com- 
pact Type Switch- 
board. A more 
compact, modern- 
ized type of Feeder 
Distribution Cen- 
ter for light and 
power. 


DETROIT, 


New Vacu-Break 
Safety Switch with 
“Clampmatic’'con- 
tacts. Available in 
Master (type A) 
and Standard(type 
C) Lines from 30 
amp. to 200 amp. 
inclusive. 





BULLDOG ELECTRIC PRODUCTS CO. 


“ MICHIGAN 
he A BULLDOG ELECTRIC PRODUCTS OF CANADA, LTD., TORONTO, ONTARIO 


(eo ENGINEERING PRODUCTS 
{ BUStribution DUCT, Universal Trol-E-Duct, Industrial 
Trol-E-Duct, Switchboards 


STANDARD PRODUCTS 


Vacu-Break Safety Switches, Circuit Master and SafToFuse 
Light and Power Panelboards 
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Forum IN PRINT 





On 1940-Code Wires and Cables 


*Speaking for Electrical Contractors George Andrae 


Chairman, Codes and Standards Committee 


National Electrical Contractors Association 








UCH has been written since the 

1940 National Electrical Code be 

came effective regarding the wire 
and cable situation. In the brief time at 
my disposal, I shall endeavor to state the 
case, and probably make a few comments 
and suggestions. 

We are talking about rubber insulated 
copper conductors for building purposes, 
a commodity ordinarily of interest only 
to persons in the building line, especially 
electrical contractors. But since the 1940 
Code arrived along with the intensifica 
tion of defense efforts, many other groups 
have interested themselves in certain 
Code provisions. The wire and cable 
section of the Code has had a lot of at 
tention and study from municipalities, 
manufacturers, inspectors, the Army, the 
Federal Housing Authority, the OPM, 
the Bureau of Standards, and several 
other divisions and bureaus at Washing- 
ton. As a result of those studies, some 
effort has been made to simplify the Code 
wire tables by short cuts that seemed to 
be justified by the present shortage of 
materials such as copper, rubber, and 
steel. 

An important, but only a preliminary, 
step in the direction of wire and cable 
simplification, was taken April 23, 1941, 
when an industry conference was held 
at the Bureau of Standards. As a result 
of that meeting, the Bureau has just re- 
cently made available its bulletin R180-41, 
containing provisions that went into effect 
July 1, 1941, and which are briefly as 
follows: Wire sizes 14, 12, 10, 8, and 6 
were adopted. Sizes 5 and 3 were 
omitted. Sizes 4, 2, and 1 were adopted. 
There was no question raised as to the 
desirability of including sizes 0, 00, 000, 
and 0000; these sizes, therefore, were re- 
tained. Someone questioned the actual 
necessity for retaining all of the last 
five sizes ranging from 250,000 to 500,- 
000 cm. When called upon for my 
opinion, I replied that, while one or more 
of these sizes undoubtedly could be 
dropped from the list of stock items, such 
action should be delayed pending further 
study by the industry. It was then voted 
to adopt and include sizes 250,000: 300,- 
000; 350,000: 400,000: and 500,000 em. 
in the simplified list. It was next de 
cided by the conference that sizes over 
500,000 cm., up to and including 2,000,- 


40 


LECTRICAL wholesalers neither make nor use wire and 


cable. Theirs is the job of having ready for instant 
delivery at the point of use whatever types, sizes and quantities may be needed 
by the thousands of contractors, engineers, industrials and other buyers who depend 
upon their nearest wholesaler for just such service. 
That being the case, the current controversy over the wires and cables provisions 
of the 1940 code interest the wholesaler chiefly, because it involves simplification. 
Any unnecessarily complicated code requirements, obvious duplications, too finely 
drawn differentiations between types, automatically force the wholesaler to carry 
much larger investments in warehouse stocks while, also automatically, reducing his 
rate of stock turnover and chance of an operating profit. 
On that score alone, the wholesaler welcomes any procedure which results in 
reducing the number of different types or sizes of any group of products that he is 


compelled to carry in stock. 


However, with the National Defense Program calling for hundreds of thousands 
of more tons of copper than are in sight, it would seem to be no less than a patri- 
otic duty, to prevent the useless tying up of thousands of tons of copper in wires 
and cables which represent duplications avoidable without sacrifices of safety. 

In this issue we establish A FORUM IN PRINT on this obviously important sub- 
ject, with the publicly expressed views of the electrical contractors’ group and of 
a representative of the manufacturing branch presented to lead off the ''discussion”’. 
Next month the wholesaler's views will be published. 

WE INVITE FRANK EXPRESSIONS OF VIEWPOINTS through letters to the editor 
for possible publication on future pages of this FORUM IN PRINT. 


The EDITOR 





000 cm., not be carried in stock but be 
avatlable on special order only. 

The conference then authorized the 
appointment of a standing committee to 
have future charge of this simplification 
program. Questions left unsettled by the 
conference will be referred to this stand- 
ing committee for study. It will also be 
the committee’s responsibility to keep the 
program in line with new developments 
or changes in the industry by recom- 
mending such revisions as are deemed es- 
sential Any changes which the com- 
mittee proposes are to be submitted to 
all concerned for approval, under the 
same procedure followed by the Division 
of Simplified Practice in securing accept- 
ance of the original proposal. The mem- 
bership of the standing committee con- 
sists of a manufacturer, a_ wholesaler, 
and a contractor, namely: 

H. H. Weber, U. S. Rubber Co., 
New York, who is a member of the 
Electrical Committee, and of the 
NEMA Codes and Standards Commit- 
tee; 

F. R. Eiseman, Revere Electric Sup- 
ply Co., Chicago, who is chairman of 
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the Wire and Cable Committee, Na- 

tional Electrical Wholesalers Associa- 

tion; and 
George Andrae, Chairman, Codes 
and Standards Committee, National 

Electrical Contractors Association, 

who will serve as chairman of this 

standing committee. 

It should be of interest to know that 
the wire and cable simplification proposal 
was given voluntary, written acceptance 
by nine Federal departments or bureaus 
in Washington; by 57 municipalities 
from coast to coast; by over 700 manu- 
facturers, distributors, electrical con- 
tractors and others classed as users; and 
by 24 trade associations. The federal 
government, as the country’s largest pur- 
chaser, has included the simplified prac- 
tice recommendations in the Federal 
Standard Stock catalogue, and it is urged 
that consumers generally confine their 
specifications and orders, as far as pos- 
sible, to the items listed. 

The matter of wire and cable simpli- 
fication, as some of us saw it last Spring, 
naturally fell into two parts, one of which 
was taken care of through the Bureau 











of Standards, as just described in some 
detail. This had to do with simplifica- 
tion of wire and cable sises. The other 
part of the job, still undone, has to do 
with simplification of wire and cable 
types, referring primarily to types of in- 
sulation. Such an attempt at simplifica- 
tion was made prior to the June 10 
meeting of the Electrical Committee in 
Chicago. It was hoped to produce a new 
Type R wire to replace the present types 
R, RP and RH; and even to replace 
RPT and RHT by having the new Type 
R wire smaller in diameter than present 
Type R. Of course, none of this could 
be put across commercially if the price 
was out of line, but new price sheets 
were actually distributed by at least one 
large producer, listing the new type R 
wire at prices identical with the present 
Type R code wire. However, the very 
short time available for any manufacturer 
to produce, and for Underwriters’ Labor- 
atories to test, the new product prevented 
the getting out of test data on anything 
more than No. 14 wire, although it must 
be stated here that that test data was 
sufficiently favorable to show the job 
could probably be done. After attempt- 
ing to correlate and reconcile some of the 
old code provisions with some of the 
new angles that developed, it was de- 
cided to turn over the entire proposal 
(labeled as Interim Revision Proposal 
No. 38) to a newly created Code Com- 
mittee on Conductors—Article Commit 
tee 310. This does not mean that someone 
went off half-cocked, nor that we failed. 
We have succeeded in arousing more in- 
terest all over the country in a study of 
wires and cables than has existed for 
years. And, for the first time, the Na- 
tional Electrical Code Committee has a 
separate article committee on conductors 

Article 310. (1 shall represent the con 
tractors on this new committee. ) 

\s the Bureau of Standards simplified 
practise table of wire sizes removes any- 
thing over 500,000 cm. from stock lists, 
and since it is hoped and intended that 
this will greatly curtail the production 
and use of cables over 500,000 cm. for 
building purposes, it therefore becomes 
immediately necessary to write a code 
rule permitting the use of two or more 
conductors in multiple for the larger 
loads. Such a rule has already been ap- 
proved by members of the new Article 
310 Committee and should be officially 
announced very soon. The wording of 
this proposed rule is as follows: 

“Conductors, in sizes 1/0 to 500,000 cm. 
inclusive, may be run in multiple pro- 
vided they are of the same length, have 
the same circular mil area and type of 
insulation, and as few conductors as pos- 
sible for the type of insulation are used. 
Except as herein provided, conductors 
shall be run in multiple only by special 
permission or as permitted in Section 
6205. Where conductors are run in mul- 
tiple they shall terminate at both ends 
in pressure connectors so arranged as to 
insure equal division of the total current 
between all conductors that are in- 
volved.” 

The running of cables in multiple has 
always been by special permission only; 
a rule such as the above would still re- 
quire special permission for sizes under 
1/0 and over 500,000 cm., but would per- 
mit you to use sizes 1/0 to 500,000 cm. 











inclusive, in multiple, without special 
permission, but subject to definite re- 
strictions necessary from both a mechani- 
cal and an electrical standpoint. 

At the June 10th meeting of the Elec- 
trical Committee in Chicago, the proposed 
simplification of wire types (Interim 
Amendment No. 38) was referred to the 
new Article 310 Committee for further 
study, so that a full report can be made 
to the December 1942 meeting of the 
Electrical Committee. This means that, 
if we go along regular lines of code pro- 
cedure, we may have something in the 
way of simplification of wire types in 
the new code about Nov. 1, 1943, which 
is still two years off. There is an old 
saying that “haste makes waste,” and 
surely in the formulation of code rules 
haste is ordinarily undesirable, while ma- 
ture judgment and a slow digesting of 
all possible developments is very desir- 
able. Are we not now, however, faced 
with a_ situation where delay makes 
waste—waste in materials such as cop- 
per, rubber, and steel, all badly needed 
in the defense program. We have already 
agreed that there is a saving by run- 
ning several cables of moderate size in 
multiple, instead of one very large one 
a saving in copper, steel, rubber, and 
labor. Plain arithmetic tells us that there 
must be a saving in copper and rubber 
and dollars if we had one or two types 
of conductors instead of eight or ten, 
with a lot of money and materials tied 
up in slow moving stocks. The Code 
tables tell us that if we use cables such 
as 1/0, 3/0, 350,000 cm., and 500,000 cm. 
of Type RH—75 deg. heat resistant in- 
sulation—instead of Type R with the 
greatly decreased values of the 1940 
Code, that we can then cut down the con- 
duit sizes and save a great deal of steel. 

With all of the above in mind, and 
just to give those who know a lot more 
about this subject than I do something 
to shoot at, I have worked up, and in 
the September issue of Qualified Con- 
tractor have presented for your consid- 
eration, a simplified table of wire sizes 
and types. (That table is shown on p. 42.) 
I would use Type R wire from No. 14 
to No. 1, and Type RH from 1/0 to 
500,000 cm. In addition to No. 5 and 
No. 3 dropped out at the simplified prac- 
tice meeting at the Bureau of Standards, 
I suggest omitting No. 10 and No. 6 
(Type R No. 4 is rated at 60 amperes. ) 
And in the larger sizes, I suggest drop- 
ping 2/0 and 4/0, as well as 250, 300, 
and 400,000 cm. cable. This means that 
in addition to No. 14 and No. 12 wire 
for branch circuits and small motors, we 
would have 4 other sizes, No. 8, No. 4, 
No. 2, and No. 1 for the 30, 60, and 100 
ampere switches. Similarly, we would 
retain 1/0 at 150 amperes, 3/0 at 200 am- 
peres, 350,000 cm. at 300 amperes and 
500,000 cm. at 400 amperes. I think it 
should be our aim to select wire sizes 
that correspond to the ratings of stand- 
ard switches such as 30, 60, 100, 200, 
400, and 600 amperes. This has been done 
in the proposed table, and in addition 
wire sizes have been selected and rated 
so that they have a definite practical 
value when used in multiple for the 
higher amperages. Several other tables 
appearing in the September issue of 
Qualified Contractor, demonstrate how, 
with only seven conduit sizes and ten 
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wire sizes, we can take care of branch 
circuit wiring and anything from a 30 
to a 400 ampere switch; or, forgetting 
about branch circuits and small motors, 
we can take care of feeders or services 
from 30 ampere up to 400 ampere with 
only 7 wire sizes and 5 conduit sizes; or 
with Type RH cables in multiple for 
switches from 200 ampere up to 1200 
amperes, only 3 cable sizes are needed; 
namely, 3/0, 350,000 cm., and 500,000 cm. 
This means that the manufacturer will 
have to make only six sizes of Type R 
wire from No. 14 to No. 1 inclusive, and 
only four sizes of Type RH from 1/0 to 
500,000 cm. inclusive. 

In some sections of the country, and 
from certain groups, this proposal has 
received a warm reception; from certain 
other groups and individuals a cool re- 
sponse, because it was felt the matter 
should be dealt with through regular 
code channels and not rushed through. 
This response suggests that probably the 
proposed simplification should not, for the 
present, be handled as a code matter at 
all. It is known to some of us that not 
so long ago certain officials in Washing- 
ton inquired into the matter of saving 
rubber on rubber covered wires, not only 
to the extent of decreasing the insulation 
thickness, but also by removing the in- 
sulation entirely on one conductor and 
going to a bare neutral system. For the 
sake of maintaining our procedure in 
making code standards, we cannot sit by 
for two more years and jeopardize the 
standards themselves! Theretore it ap- 
pears to me that, because of the present 
situation on materials such as_ rubber, 
copper, and steel, ways and means must 
be found and steps taken NOW to relieve 
the material shortage and at the same 
time clarify the wire and cable muddle. 
If the cable manufacturers develop, and if 
the Laboratories approve a new all pur- 
pose type of building wire with proper 
rules and tables for the 1943 Code, there 
should be no difficulty in adopting the 
new product and the new rules and dis- 
carding those temporarily adopted as a 
defense program compliance measure. 

Well, what’s the answer? It seems 
to me that two possible ways out present 
themselves, both aside from the Code 
itself. As mentioned earlier in this paper, 
the Simplified Practice Division of the 
Bureau of Standards has appointed a 
standing committee of three to keep the 
program in line with changes in the in- 
dustry. That committee could propose a 
simplification of wire sizes and types 
along the lines suggested by Table LI. 
However, I doubt personally if that would 
be as effective and as speedy as though 
the aid of the OPM officials in Wash- 
ington were enlisted, and orders issued 
by them on the basis of conservation and 
allocation or rationing of essential ma- 
terials. I believe that contacts and dis- 
cussions of a preliminary nature have al- 
ready been made, and if the proposal has 
any merit at all, then full speed forward 
should be ordered. I believe the officers 
and directors of this association, if it is 
the consensus of opinion of the member- 
ship, should take steps at once to ascer- 
tain the proper and most expedient ap- 
proach to this problem of wire and cable 
simplification, and, having found the ave- 
nue, should march torward to a speedy 
solution. 
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Forum IN PRINT 
On 1940 Code Wires and Cables 


Speaking as a Wire and Cable Manufacturer: H. H. Weber, U.S. Rubber Co. 





that will be remembered as exciting 

history for a thousand years. Maps 1937 
change daily, rulers fall, and liberty is ° 
threatened or destroyed Not one of us Wire (and Suggested 
an say what tomorrow will bring. A Sizes prior) 1940 Sizes and 
tremendous significance must be attached . . . 
wep — or AWG Ratings Ratings Ratings 


the old copy-book phrase, “Nothing 


is constant but change.” Even looking R RP RH R RH 
backward the past seems to have had no 14 15 15 18 22 15 


security 

All of us remember the signs so com 12 20 20 23 27 20 
mon during our youth, still appearing 10 25 25 31 37 re 
at railroad grade crossings, the old fa 
miliar white pole and the crossed arms 8 35 35 4| 49 35 
50 45 54 65 iat 
In the hurry of our modern life, you and 55 52 63 75 ot 


6 
5 
I—all of us—we take very little time to a 70 60 72 86 60 
3 
2 
| 


|: IS said that we are living in times TABLE | 


mn which appeared in bold black letters 
the words, “Stop! Look! and Listen!” 


lo this. Much less to heed the warning! 80 69 83 99 ves 
90 80 96 115 80 
ind an important part the National 100 91 110 131 100 
Detense Program, it is a very good time 
ee a re 0 125 105 «127-15 I 150 
eagle eS ae 00 150 120 145 173 we 
ve consider briefly certain facts exist 000 175 138 166 199 200 
0 ee ee 0000 225 160 193 230 _ 


ised—as administrators of Electrical Af 


fairs you may find the situation dis 250 250 177 213 255 as 
tasteful he aus¢ modern circumstances 300 275 198 238 285 —_— 
ee eee 350 300 216 26031 300 


Now! In the electrical industry, an 
industry which is playing an enormous 
in 


ormerly the electrical industry solv 


vn problems. Today, as the situ- 400 325 233 281 «= 336 — 





ation unfolds, we find the governmental 500 400 265 «319 «382 400 
igencies taking a more important inte 
est Raw materials ire needed 
emergency purposes ind are being di 
erted from normal uses! So we find 
restrictions applying as various ingredi- 
ts go on the critical lists. Formerly 


itine procedure took care of necessary 


inges and eventually modifications most important discussions covered the mittee will provide needed assistance 


vere made in the National Electrical rearrangement of Chapter 3. We now Most of you know the action taken on 
Code which kept the Industry well in have provision for a new Article 310 the Interim Revision amendment No. 38. 
formed as new developments came along Committee. This Committee will handle For those of you who do not, the text 
Today, other steps are being taken to a new Section on the Code covering con of the motion that prevailed 1s 
expedite and simplify our rules and prac luctors and the article committee on 300 “It is the consensus of this meeting 
tises will become a_corallating committee. that Interim Amendment No. 38 be re 
The Electrical Committee has just met There is no question but that present ferred to the new Article 310 Committee 
and considered special situations cover Article 300 is too cumbersome for a for further study so that a full report 
ing procedure and proposals for change single group of individuals and the work can be made to the 1942 meeting of the 
It is not expected that this body will is far too arduous to be inflicted on a Electrical Committee.” This interim Re- 
again convene until 1942. Let’s look at few men. It is expected that the addi- vision proposal covered the suggestions 
the record of this meeting! One of the tional personnel on the new 310 Com- of the N. E. C. A. as summarized by Mr. 


42 WHOLESALER’S SALESMAN — December 1941 














George Andrae. 

This action is all according to regular 

procedure. That the subject involved 
was complex, goes without saying. Cer- 
tainly careful study is required before 
hasty changes are made in the National 
Electrical Code. 
On the other hand, there are definite 
reasons why certain industry problems 
should be settled immediately. Attempts 
to solve some of these were made in In- 
terim Revision Proposal No. 38 

Other attempts to find some solution 
have been typified by the recent action 
regarding copper sizes as promulgated by 
the Bureau of Simplification, U. S. 
Bureau of Standards. 

Truly the National Defense Program 
has set a stiff pace for Industry to follow. 
This program has disrupted our supply 

raw materials. Among other things 
which we must conserve and save are 
‘-ubber, cotton and copper. All these ma- 
terials are used in building wire. Any 
tivitics that may result in some reduc- 
tion in the consumption of these vital 
mmodities becomes our patriotic duty! 
Even a saving through elimination of 
plicated stock items becomes a definite 


step in this program? 

1 this we find agencies 
like the U.S.H.A., the O.P.M.—the Army 
and the Navy looking tor a way to get 
things done—and_ still to cooperate in 


Because of al 


+ 


mservation of commodities. In private 
life we find leading authorities, editors 
and others, warning the industry and 
groping for a way out! 

Earl Whitehorne aptly remarked in his 
editorial appearing in Electrical Contract- 
ing for July, “Apparently the electrical 
construction industry must wait until De- 
cember, 1942 for any relief. That is too 
long. There are two separate problems 
involved—the simplification of the build- 
ing wire section of the code and the 
simplification of the wire line.” “But,” 
he warns, “a serious blow has been 
struck at its National Acceptance.” 

During former years, we heard price 
discussed. The question today, gentle- 
men, whether the material or the method 
costs much or costs little, has no part in 
the basic consideration. As we Stop! 
Look! Listen!, the question is, is the 
method or material safe? This should 
help us simplify the wire line. If the ma- 
terial is safe, then we should have no 
difficulty in simplifying the wire tables. 

Returning to the late Mr. Whitehorne’s 
statement it must be recalled that because 
the National Electrical Code has become 
National in scope, its use has brought 
about standardization by industry with 
uniform wiring installation and standard- 
ized materials and equipment. That this 
has been good, there is no question. But 
what has happened? So far as building 
wire is concerned, in the 1940 Edition 
new rules were set up which embodied 
new loading conditions. New tables, a 
series of tables, affecting the entire cir- 
cuit and equipment were established. 
Technically they are correct. However 
it is contended that practically they have 
proven too complicated. It is stated that 
in many cities where a new Code nor- 
mally is automatically adopted complaint 
about the confusion is current. Mr. White- 
horne—to quote him again says—‘“Boston 
and Detroit have repudiated the 1940 
wiring rules. Other cities refuse to ac- 
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cept the new wire section and will not 
incorporate it in local regulations.” 

It is my understanding that such im- 
portant cities as Los Angeles, San Fran- 
cisco, Portland and Seattle have not 
adopted the Code on the west coast. 
From all parts of the country requests 
from plant electricians come in asking 
for help because they find the present ar- 
rangement too complex. 

One important trouble reported is the 
fact that, due to National Defense needs, 
the wires are not available. Contractors 
are being penalized by being forced to 
use large circular mil code wire where 
smaller sizes of RH would do the work. 
The result is that the National Electrical 
Code is losing caste and standing. 

It has been stated that, if the RH con 
ductors alone were available, a saving in 
copper would result which would be in 
line with Defense conservation measures 

Whatever wire tables are recommended 
by the Article 310 Committee will un 
doubtedly be a simplification of the pres 
ent tables; until 1940 the table was under- 
standable, and there was no complaint, 
and the tables can be made so now! In 
deciding what to do about this it should 
be remembered that the usefulness of the 
standard is impaired and that a prompt 
study of the situation should be made 
with speedy action taken so as to end 
this confusion. The National Electrical 
Manufacturers Association has a com 
mittee of technical men at work on this 
right now! It is hoped that their report 
will be made available promptly. 

Let us summarize the situation as fol- 
lows: For more than 50 years the in- 
dustry lived with basic values set-up for 
Code wire. Current carrying capacities can 
be returned to the base line of at least 
40) years’ satisfactory field experience. 
Laboratory tests can be recalibrated us- 
ing the 1937 Code values as the starting 
point. Heat resisting or improved aging 
properties of rubber compounds can be 
reflected in increasing the number of 
small diameter wires in conduit instead 
of increased current carrying capacities 
of individual conductors. Increased heat 
resistance of improvements in aging 
properties should be reflected in longer in- 
stalled life instead of higher operating 
temperatures. 

There is also a second question to con- 
sider as we Stop! Look! and Listen! 
What to do about the simplification of 
the wire line? This is not wholly a mat 
ter of Code revision. Here are several 
suggestions for handling this situation. 
The National Defense program demands 
that excessive stocks should be eliminated 
and duplication of varieties should stop! 
Certainly this applies to building wire. 

The Department on Simplified Practise 
(U. S. Bureau of Standards) has already 
worked out a preferred plan on wire sizes 
which help to conserve copper through 
reducing the number of copper sizes car- 
ried in stocks and limiting the top size to 
500,000 cm. At the meeting of the Elec- 
trical Committee it was decided to ar- 
range for the paralleling of certain con- 
ductors. 

As a further indication of work along 
this line, Mr. George Andrae has sub- 
mitted the statement and accompanying 
table No. 1. (See opposite page.) 

Following Mr. Andrae’s suggestion 
would result then in a single type of 








branch circuit wire known as Type R 
and then there would be only four stand- 
ard stock sizes. In fact the entire table 
would be reduced to ten items. 

For the present, the National Electrical 
Code could be modified as follows :— 

1. Keep the present type R wire as the 
minimum standard, permitting, however, 
a new light wall type R to meet the same 
requirements as present type R in the 
branch circuit sizes. (This new wire will 
gradually replace the present type R_ be- 
cause the new wire will be less expensive, 
and more economical to procure. ) 

2. It has been suggested that when 
the Code is changed permission also 
should be included for an all-purpose 
use of type RU in branch circuit sizes 
including Size No. 6. (This wire would 
of course meet all the requirements of 
the new light wall type R. Factual data 
indicates that, except for diameter limi- 
tations, the new wire meets all require 
ments for present type R.) Since the 
wire complies with present requirements 
for Code wire, there can be no question 
about safety, and if safety is not impaired 
there is no question about inclusion of 
1e Code permitting 


suitable rules in tl 
this wire. 

Such action would keep the Code 
ibreast with advancement in the art of 
making wire. It is quite possible that 
RU wire will replace both old and new 
type R because it will prove less expet 
S1V¢ 

Now the Code cannot be changed over- 
night. As a means of showing that a new 
smaller type R wire is available, Under 
writers’ Laboratories conducted a_ ta 
finding report showing that the wires are 
equivalent. This report was available to 
members of the Electrical Committee be 
fore the recent meeting in Chicago, but 
because of a lack of time the data ap- 
plied only to size No. 14 AWG wire 
The other sizes will be covered by an 
other report, the compilation of which 
is now under way. At the present time 
negotiations are under way for field trial 
installation of both this wire and the use 
of Type RU as an all-purpose wire in 
the branch circuit sizes. 

Some relief must be afforded the in- 
dustry during the emergency. A prece 
dent has already been set for some such 
procedure. American Society for Test- 
ing Materials is meeting the situation 
not by rewriting specifications but by es- 
tablishing alternate proposals to be 
accepted at the option of the purchaser 
during the emergency. The Federal 
Specification Board is planning to do 
likewise. Existing standards are not to 
be withdrawn. Temporarily they may be 
set aside. Just so the use of Type R wire 
should be accepted—also use of additional 
wires as they become available saving 
material. 

Now, ia conclusion, J] want to empha- 
size the need for immediate action by the 
industry on some of these troublesome 
problems. If we, ourselves, find answers 
we can still regulate our industry during 
the emergency, and at the same time per 
form a patriotic service to the country 
If we fail to solve these problems 
promptly—we not only face the possi 
bility of outside interference in regulating 
our industry, but we may face the loss 
of our present electrical standards as 
well. 











The Personal [wist 
Helps to Sell Fluorescents 


A simple plan of the installation shows the customer what to 


By W. E. (Ed) Saylor 


Missouri Valley Electric Company 


Kansas City, Mo. 
As told to Harold S. Kahm 


expect, makes it easy to check the job as it is being done and to fol- 


low through on supplementary orders with a minimum of trouble 





T’s hard to sell some men on a 
new idea. McFarland was a 
case in point. He was proud of 
having equipment that was twenty- 
five years old, and I wanted to sell 
him on a fluorescent job. His first 
reaction was completely negative. | 
finally manoeuvred for an opening. 
“Where did you come from origi- 
nally 7’ I asked him. 

“Tennessee,” he replied. 

“Oh, South!” I ex- 


claimed interestingly. I, too, was 


from the 


from the South, not counting my 
last twenty-seven vears in Kansas 
City. 

I quickly learned that McFarland 
was enthused about the Civil War, 
from the Confederate viewpoint. 
This, I realized, was my real open- 
ing. I took notes on the books he 
discussed and secured them at the 
library. I spent hours at night read- 
ing about Civil War battles fought 
in the Kansas territory. I enjoyed 
this, particularly the book “Shelby 
and his Men.” 

On my second trip I could discuss 
the Civil War in detail, and Old 
Man McFarland was eating out of 
my hand. My sale was practically 
made now that | had won my pros- 
pect’s confidence. 

The thing that finally 
McFarland was my mail 


clinched 
attack. 
Others had sent him letters offer- 
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ing to do that fluorescent job. I 
sent him a letter plus a simple blue- 
print with complete detailed infor- 
mation on what he would have, to- 
gether with the prices made by the 
contractor. 

I got the job. 

It is always of enormous help to 
win the personal interest and confi- 
dence of a prospective customer. 
But it isn’t always possible to deal 
with each case individually, in an 
individual manner. So I have or- 
ganized a system which is generally 
applicable and which wins confi 
dence. 

First of all there is a_ simple, 
effective approach. I keep a record 
of each fluorescent installation we've 


sold. 
and address, and the number of 


It contains the date, the name 


lamps. I take this record with me 
to a man to whom I’ve just intro- 
duced myself and show it to him. 
He looks down the list of names and 
is nearly always sure to find some 
friends among them, or at least men 
he knows. He can call them up and 
check up on the truth of my state- 
ment. 

Don't think for a moment that 
they don't go to the trouble of do- 
ing this. They do more than make 
a telephone call, they get into a car 
and go and look for themselves! 

What makes it more effective is 





W.E. Saylor has been with the Missouri 
Valley Electric Company for twenty-one 
years. 


that a druggist, for instance, will 
immediately check the list for other 
drug stores that have installed fluo- 
rescents, and of course he is inter- 
The same thing is true of all 
other types of merchants. 
immediately 


ested. 
They are 
other 
stores of the same kind as their own. 


interested in 


This record idea has helped me 
a great deal in establishing the con- 
fidence of a new prospect. 
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A submitted sketch, or plan sold this job for Ed Saylor. The photo was made at 


midnight, shows the lack of shadows. 


Fifty-six 40-watt alternate daylight and 


white lamps deliver 25 fc. over an area of 2200 sq. ft. 


The other important feature of 
my method is to offer a simple 
plan of the building, in blueprint 
form, showing the prospect just 
what he will be getting and how the 
units will be arranged. It is simple 
so that any layman can look at it 
and understand it easily. 

These plans have been of untold 
value to me. I always have three 
copies: one for the prospect, or cus- 
tomer, one for the contractor, and 
one for my own files. Sometime 
after an installation has been made, 
a customer calls up and says, “I 
want three more of those fixtures 
like you put in there.” I consult 
my copy of the plan and know ex- 
actly what he requires, although he 
doesn't himself. 

The making of these plans doesn’t 
take much time. I can draw one up 
in about fifteen minutes. I can lay 
out the average job in ten minutes. 
It took longer at first, but one 
quickly gets onto it. 

[ make the plans in colors, inci- 
dentally, indicating the lamps with 
a red pencil, and using blue for 
capacitors and high-power factor. 

Finally, I see to it that the work- 
men install the job according to the 
plan. I stay right on the job and 
get my way, not through trying to 
bully the men, but by being friends 
with them. In this way the custo- 
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mer is certain to get exactly what 
he expected, according to the plan 
that was shown to him. Anything 
else would tend to undermine his 
confidence in me. 

These plans alone have sold jobs 
for me. The Palace Clothing Com- 
pany is a case in point. It was in 
January, 1940, that I undertook to 
sell them a fluorescent job. Fluores- 
cent could save them two tons of 
ice a day on their air-conditioning. 
I measured the basement, and drew 
up a plan and sent it to the head 
of the firm. 

A month later he called me in. I 
saw my plan lying on the execu- 
tive’s desk. 

He looked at me. “What's this 
goddam thing on my desk?” he de- 
manded, bruskly. 

“A plan,” I smiled. 

“Any good?” 

“T think so—I did it.” 

“How much?” 

“A thousand dollars.” 

“Put it in.” 

[ called up a contractor and gave 
him the job. This sort of thing 
doesn’t make contractors mad at 
you. 


The average salesman, if he 
doesn’t know how to draw up such 
simple plans, should learn how. Be- 
ing an engineer makes it easier, of 
course, but it isn’t necessary if you 


have plain common sense and some 
application. Here are some sugges- 
tions for drawing plans, based on my 
own experience : 

1. Measure the building—inside 
length, width and ceiling height. 

Generally note any unusual ob- 
structions and the locations of ex- 
isting outlets. 

2. Consider the type of store. Is 
itin Podunk? Then it doesn’t need 
as much light as a store set in the 
midst of bright-light competition. 
Figure out the amount of light 
needed according to the store’s loca- 
tion and other practical factors. 

3. Consider what he wants. If 
he wants 15 candles and I recom- 
mend 30, he gets 15. The customer 
has to get what he wants, not what 
you think he should have; you can’t 
antagonize him for, if you do, you 
lose his business. Try to tell him 
in a diplomatic way what he ought 
to have, then let him decide. 

4. If you don’t know something, 
say “‘] don’t know,” or “I'll look it 
up.” Don’t bluff. 

5. Don’t try to use existing out- 
lets; they're always in the wrong 
place. Plan to avoid dead spots; 
uniform illumination is essential. 
Never have any wide, expansive 
area not covered by a fixture. 

All of these things lead to one 
ultimate goal; the building up and 
retaining of the customer’s confi- 
dence. I’ve almost never lost a cus- 
tomer. I think in his terms and 
about his problems—I put myself 
into his shoes to the limit of my 
abilitv. I try to be dependable and 
honest. One of my best customers 
has 87 drug stores. So far, I have 
equipped 25 of them. Now many of 
my old customers don’t even open 
up my proffered plan, or look at it. 
They don’t know what’s going into 
the store until they see it. I’ve won 
their confidence and they take what 
I recommend. 

I have found it invaluable to take 
prompt care of the little things that 
a customer asks me to do. For in- 
stance, a lamp isn’t working and the 
customer calls up. I regard it as im- 
portant to fix that lamp as to sell a 
whole job. That non-working lamp 
is a problem to that customer, it’s 
an important thing to him. By 
taking care of such little things you 
instill the confidence that causes big 
things to come to you. 











Wholesalers .... 
Speed Defense—Everywhere 


By Henry W. Young 


CASE STUDY No. 23... Subject: AIR BASE CANTONMENT 
Built for U. S. Army Engineers 





HIE this study covers a par- 

ticular wholesaler’s defense ser- 

vices on the construction of a 
large air base cantonment, what this 
job actually amounted to from the 
wholesaler’s standpoint was the pro 
viding of all the electrical supplies 
and materials for building a small 
town of two or three thousand peo 
ple, some 130 buildings 1n all. 

This called in a general way for 
transformers, poles, street lighting 
distribution system (one and three 
phase), street lighting equipment, 
underground cables and ducts, the 
complete interior wiring system for 
all buildings lighting 
equipment, heating units, some small 


including 


power units for shops, electrical 
equipment for heating plant, some 
parkway cable in connection with 
cantonment. (Electrical equipment 
for the air field was let under sepa- 
rate contract. ) 

The wholesaler’s function in all 
this was to organize the purchasing 
and become, in effect, the purchas- 
ing agent for the electrical contract- 
or, through whom the supplies were 
specified and ordered. 
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The first step for the wholesaler 
and his salesmen, before the con- 
ractor even bid on the job, was to 
sell the contractor on his lines of 
products, his ability to give service, 
and his resources in-all directions 
which would be of aid to the con- 
tractor on this job. As a result of 
this type of preliminary sales work, 
the contractor settled upon the 

Electric Supply Co. to be 
the chief wholesaling factor if he 


vot the job. It was agreed that this 


would be a safer plan, rather than 
to divide orders among several and 
get divided responsibility and con- 
sequently divided service when the 
time came. As a consequence of 
this policy on the part of the con- 
tractor, and a result of the whole- 
saler’s initial sales work, the latter 
now is getting 90 percent of the 
electrical business from the success- 
ful contractor. Naturally, for the 
wholesaler, this carries with it the 
obligation of giving maximum ser- 





CASE STUDY NO. 23 


The following products accounted for the bulk of the materials which 
this wholesaler kept flowing to a major defense construction job. 


Conduit—Youngstown Sheet & Tube 


Condulets—Crouse-Hinds 
Floodlights—Westinghouse 
Fuses—Economy 


Lighting Equipment—Westinghouse 

Outlet Boxes and Fittings—Appleton 

Wire and Cable — General Cable 
Corp. 


Wiring Devices—Bryant 
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vice to the contractor. 

Embodied as indispensable in this 
maximum service plan for the can- 
tonment job were the following 
factors: 

(1) When the contractor was get- 
ting ready to bid the job, it was 
considered the wholesaler’s duty to 
analyze the voluminous specifica- 
tions and get a price line up for all 
materials and supplies ready for the 
contractor’s bid. 

(2) After the contractor had been 
awarded the contract and was ready 
to buy, it was the wholesaler’s duty 
to see that the materials were or- 
dered and shipped at such time that 
their delivery on the job at the prop- 
er time would be assured. Most 
of the materials were to be direct- 
from-factory shipments and a few 
items had to come in carload lots. 
While the contractor was the pur- 
chaser, the wholesaler was, in effect, 


(5) The wholesaler had to keep 
contact with the job itself. The 
wholesaler’s representative went to 
the job at regular intervals just to 
mark progress and check up on the 
spot any deficiencies in delivery ser- 
vice and to make sure that the pur- 
chasing function intelligently 
carried out and that no shortages of 
needed materials were threatening. 

Under this general procedure, 
and through working closely with 
the contractor, the wholesaler 
heoked orders out of this job total- 
ing between $25,000 to $30,000. 
However, the above makes it evi- 
dent that this wholesaler had enough 
duties lined up for himself to pretty 
well earn any profits he may have 
cleared out of this transaction. 

To keep materials flowing to the 
air base called for many incidentals 
that money, sometimes small 
amounts, but they all added up. 


Was 


cost 


there was much less difficulty expe- 
rienced in getting materials than 
would be the case if it 
started at the present time. Longest 
delay in deliveries was experienced 
in connection with parkway cable, 


were to be 


which of course had been for some 
time a strictly priority item. 
However, regardless of whether 


the delivery situation was good or 


bad, the wholesaler considered it his 
duty to check and recheck and keep 
the closest possible contact with the 
whole situation. The show had to 
Guesswork could not be en- 
tertained. Everything had to be 
correct and on time. 

Although this check-and-follow 
business kept this particular whole- 
saler jumping, it has also kept on 
adding to the reputation that the 
electrical wholesaler is building up 
“Tndis- 


pensable Man” in speeding the de- 


gO On. 


everywhere, of being the 





View showing cantonment under construction. 


Transformers and lead-in wires show 


electrical materials are being delivered and installed to keep pace with the job. 


his purchasing agent looking after 
all these minute details. 

(3) It was also considered as part 
of the wholesaler’s duty to arrange 
for priorities on certain items if it 
was noticed that deliveries on them 
were tending to slow up. 

(4) It was necessary for him to 
keep close contact with the con- 
tractor, especially whenever any 
changes in the plans became neces- 
sary. Whenever such changes were 
made, it was up to the wholesaler to 
see that the materials necessitated 
by such changes were ordered and 
delivered in time. 
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There were, for instance, a great 
many telegrams and long-distahce 
telephoning, even as far as the east- 
ern seaboard, and it required reams 
of correspondence in order to round 
up materials and follow up details 
on so big a job and one so rushed 
as this one. This job also had to 
take its proportionate share of the 
burden of the greatly increased vol- 
ume of office detail and the increase 
of office personnel incident to the 
defense work of which it 
part. 

Secause of the fact that this par- 
ticular job was started early enough, 


Was a 





fense program and defense produc- 
tion, because he has turned his 
knowledge, warehouse and _ special- 
ized facilities to the task of getting 
materials on the job quicker. 

Had it not been for the availabil- 
itv of the fast, intelligent, whole- 
hearted cooperation, that was ex- 
tended to the contractor by an elec- 
trical 
could not have been completed 
WELL WITHIN THE 90-DAY 
LIMIT which the U. S. Army En- 
gineers had specified. 


wholesaler, this large job 


(Note—For case studies 1-22 in this 


serics, see pp. 54-57, Oct. 1941 W. S.) 
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the CAMERA CLICKS 


In a Modernized 
Wholesale House... 






























The loading dock, 18 in. above the basement shipping 
room floor, is mounted from a I4 ft. ramp. There is 
ample room for trucks to back up to the dock. Metal 


building at the end of the dock is used for storage of 
small-sized conduit; 2, in., % in. and 1 in., black and 
galvanized. 








Section of the basement shipping department. Fused, 
fireproof excelsior bin, convenient scales and handy 
billing and shipping tag compartment. Wrapping counter 
is covered with heavy linoleum, thick rubber floor mat 
offers relief to the feet from the concrete floor. 


The easier it is to do a job, the quicker done, that’s 
why cables and heavy wire are stored in the street-end 
of the basement. The concrete floor of the aisle, which 
runs the full length of the basement is marked every 
5 feet, makes the measuring job quick and easy. 


Three story, brick and native rock structure, home of the 
Crescent Electric Supply Co., Quincy, Ill., has a full concrete 
basement, steel ceilings which are easy to clean, dry type 
sprinkler system which cuts insurance rates to about one- 
seventh of what they would otherwise be. The adjoining lot 
makes convenient space for a loading platform and parking 
place for customers. 
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N planning its new home, the constant purpose of the 
Crescent Electric Supply Co., Quincy, IIL, has been 


to merchandise the appliances, lighting materials and 


equipment it has for sale by displaying them to best 
possible advantage. 

\dvertising of products sold by the company on an 
adjoining billboard attracts attention of buyers, the 
convenience of a private parking lot is appreciated by 
the ever in-a-hurry customers, and the spacious sales 
floor gives good display to specialties and motor driven 
products. 

Throughout the planning, there has been a constant 
thought to efficient and economical operation. The 
thought that the easier the job becomes, the quicker 
done, has guided arrangement of wire and cable, con- 
duit, wiring devices, major appliances, etc. 


The spacious sales room is on the street level. Appliance displays 
cover 1100 sq. ft., models being grouped in approximate price sequence 
and packaged small appliances stored on the balcony. The fixture display 
is popular with dealers and contractors. Closed room at the rear of 
the floor allows privacy in talking to customers. 


False ceiling and vertical backboards are used to show residential 
fixtures. Contractors and dealers make frequent use of this service, 
more than 50 percent of the fixture billing being sold from it, an arrange- 
ment of particular value now that some numbers are hard to get. It 
also helps to reduce obsolescence in fixture stock. 


View of half of the 130 feet of shelf area located on 
the street floor under the balcony and outside of 
the appliance display area. Cartons of wiring de- 
vices are carried above the counter and bulk pack- 
ages below, more than 700 different wiring devices 
being carried on the shelves in the picture. 


Refrigerators are stored on the third floor. Smaller 
items, like lamp bulbs, fixtures, table model radios 
are carried on the second floor, making it easy for 
the counter man to handle these sales to the counte 
trade without having to use the elevator. 


Tie ropes on 1% in. conduit are cut, for it is much 
easier to handle then. The racks used not only 
give a definite place to store conduit, but make 
it possible to inventory it quickly and accurately 
with a minimum of effort. 














The Wage and Hour Law 
In Electrical Wholesaling 





By Harold D. Jacobs 


Assistant Administrator 
Wage and Hour Division 





HEN the radio manufacturing 

and distributing business be- 

gan to outgrow its swaddling 
clothes and assume the dignity be- 
fitting a prosperous and permanent 
enterprise, some makers of phono- 
graphs considered jumping in the 
lake as the surest means of avert- 
ing the disaster they thought they 
saw looming up ahead. 

“How,” they asked, “can our 
‘canned music’ compete with the real 
thing, which now can be piped, so 
to speak, right into the home at 
hardly 
than the ether that carries it?” 


more cost to the listener 


Yet more phonograph records of 
various types were made and sold 
last year (1940) than in any other 
year in the history of the industry. 
Instead of sounding the death knell 
for the voice-recording industry, 
radio actually proved to be a most 
potent “shot in the arm.” 

When the present Federal Wage 
and Hour Law (Fair Labor Stand- 
ards Act), was under consideration 
by Congress, the unsound 
was applied by 
businessmen and 


same 
reasoning many 
industrialists to 
the threatened innovation. Congress 
was deluged with protests against 
passage of the Act. Many employ- 
ers predicted that if the bill became 
law they would be forced to the wall. 
Some editors were convinced that if 
a floor were put under wages and a 
ceiling over hours their communities 
would be ruimed, and said so edi- 
torially. 

But Congress had vision enough 
to pass the bill. And today, when 
the Act has been in effect for three 
; files of the Wage and 
Hour Division contain hundreds of 
editorials written more recently by 


vears, the 
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the same editors praising the statute. 
Here, for instance, is one such edi- 
torial from the Birmingham ( Ala.) 
News: 

“This newspaper, frankly, was dubious ot 
the wage-hour proposal when it was enacted, 
chiefly on the ground that it would impose 
economic difficulties which, we feared, would 
cause so many dislocations that it would do 
more harm than good, especially in the South, 
where the industrial development is not far 
advanced. This fear has not been borne out, 
and there is evidence, on the contrary, of 
beneficial results of the Act ‘< 


Another example is quoted from 
the Richmond (Va.) News-Leader: 


“In spite of the personnel troubles of the 
tobacco firms—particularly the independents, 
the Federal wage standards have had a grati 
fying effect in Richmond The incomes of 
more than 2,000 families have been sub- 
stantially increased ‘ Scores of slum 
tenements have been abandoned for better 
living quarters. If reports are to be credited, 
the quality of work of the average stemmer 
has improved to a point that largely com 
Further 
trial of the (Fair Labor Standards) Act 
among low-wage industries may mean the 
same happy experience for other communities 
that Richmond has enjoyed for the past year.” 


pensates for the boost in wages 


Electrical manufacturers and 
wholesalers generally are subject to 
the provisions of the Fair Labor 
Standards Act if their employees are 
engaged in interstate commerce or 
in the production of goods for inter- 
state commerce. The law requires 
that employees so engaged, unless 
exempt by the statute, shall be paid 
at least 30 cents an hour* and at 
least one and a half times their regu- 
lar rate of pay for all hours worked 
over 40 in any workweek. It also 
prohibits the shipment in interstate 
commerce of goods produced in vio- 
lation of the provisions of the Act. 
It requires that such records be kept 
as to the hours of work and wages 
paid to employees as the Wage- 
Hour Administrator shall prescribe. 

Probably few, if any, electrical 
manufacturers are outside the scope 
of the law. Except where produc- 
tion of a plant is for strictly local 


consumption, interstate commerce 


generally exists in the transactions 
of even the smallest manufacturer. 
He either buys his supplies or parts 
from another state, or his products 
eventually leave the state. (And 
for his own protection, it would be 
well for him to make sure that any 
materials or parts he buys, either in 
or out of his own State, to incor- 
porate in his own products, are pro- 
duced in a plant complying with the 
Wage and Hour Law. ) 

Generally speaking, all employees 
in a plant producing goods for com- 
merce are covered by the Act. This 
coverage extends to maintenance 
men, stationary engineers, firemen, 
watchmen, all office help, and others 
whose duties may not be part of the 
actual production of goods, but 
which, nevertheless, are necessary 
to the production. The Act author- 
izes exemptions for certain types of 
employees, and more will be said 
about these later. 

Federal courts have upheld the 
Wage and Hour Division in its opin- 
ion that employees of a wholesale 
distributor also are entitled to the 
benefits of the law if any part of 
the goods which the wholesaler dis- 
tributes come in to him from outside 
the State, even though his own dis- 
tribution may be confined entirely 
within his own State. Employees of 
a wholesaler who sells across State 
lines are likewise covered. 

The Wage and Hour Division of 
the Department of Labor, which is 
charged with the administration and 
enforcement of the Act, recently re- 
vised its Interpretative Bulletin No. 


* In about two dozen industries, ] er minima 
are in effect. These are set the Adminis- 
trator following recommendations of special in- 
dustry committees and range up to 40 cents an 


hour. 
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6, which discusses in.detail the ap- 
plication of the law to retail and 
service establishments. The Act au- 
thorizes exemption from the wage 
and hour provisions for “any em- 
plovee of any retail or service estab- 
lishment, the greater part of whose 
selling or servicing is in intrastate 
Since the bulletin dis- 
cusses at length the types of sales 
which the Wage and Hour Division 
believes are retail and those which it 
believes are ‘“nonretail,” it would be 
well for any distributor to provide 


commerce.” 


himself with a copy. The following 
sales would not be considered re- 
tail: 

(1) Any sale for resale or re- 
use : 

(2) Any 
only a 
market ; 


sale of goods having 
commercial or industrial 

(3) A sale to a non-private con- 
sumer of goods having both a com- 
mercial and private market if the 
quantity is materially greater than 
the quantity involved in a sale to 
an ordinary private consumer, and 
if a discount from the retail price 
is granted. 

Obviously, under these headings 
would be included the sale of goods 
by a wholesaler to a retailer or a 
jobbing house, since these goods 
would be resold or re-used; heavy 
transformers, street lighting equip- 
ment, or industrial apparatus are not 
used by private consumers, and the 
sale of these goods would not be ac- 
cepted by the Wage and Hour Di- 
vision as retail. 

In the matter of household equip- 
ment, say electrical clocks, even 
though a contractor might purchase 
a large number of clocks for installa- 
tion in a new apartment house, the 
sale still would be considered retail 
if the contractor paid the same price 
the private consumer would have to 
pay. The quantity sold and the price 
charged are considered by the Di- 
vision to be relevant in determining 
the retail or nonretail character of a 
sale. 

Now, the fact that an electrical 
dealer makes a few nonretail sales 
does not necessarily make him a 
wholesaler in the opinion of the 
Wage and Hour Division. If the 
dealer derives no more than 25 per- 
cent of his gross receipts from sales 
of the nonretail type, he still is con- 
sidered a retailer by the Wage and 
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Hour Division. If, in addition, less 
than half of his sales are made in 
interstate commerce, his employees 
are exempt from the wage and hour 
provisions under Section 13(a)(2) 
of the Act. 

Where a concern derives more 
than one-quarter (25 percent) of its 
gross receipts from sales of the non- 
retail type, the Wage and Hour 
Division feels that it is in competi- 
tion with other wholesalers and 
should be subject to the same re- 
quirements. Thus, if any part of 
such an establishment’s business is 
interstate, whether it is the buying 
or selling of goods, the employees 
are covered by the Act. 

Certain employees may be exempt 
from both the wage and hour pro- 
visions even though the establish- 
ment is not a retail establishment. 
Part 541 of the Code of Federal 
Regulations, copies of which may be 
had without charge, outlines the re- 
quirements for the exemption of em- 
ployees engaged in a local retailing 
capacity and employees classified as 
executives, administratives, profes- 
sionals, and outside salesmen. Just 
because an employee is generally 
assigned to duties in one or another 
of these classifications does not nec- 
essarily mean that he is exempt, 
however. The requirements are 
rigid, and while a salary test is in- 
volved in most of these groups, the 
fact that a man draws more than 
the required salary is not in itself 
enough to establish the exemption. 

An administrative employee, for 
instance, must be paid at least $200 
a month in salary or fees, but in 
addition his duties must be in com- 
plete line with the requirements set 
forth in the regulations. An execu- 
tive employee must draw at least a 
$30 salary each week, but here again 
other requirements must be fulfilled. 
And the mere fact that an electrical 
engineer, say, has a college degree 
and draws more than the $200-a- 
month salary or fee requirement for 
the professional exemption, is not, 
in itself, sufficient to establish his 
exemption. The regulations must 
be adhered to closely, and they pro- 
vide additional tests. 

And so it is with the outside sales- 
man whose duties also are defined 
and delimited in Part 541. To be 
exempt, an outside salesman must 
be “customarily and regularly en- 





gaged away from his employer’s 
place or places of business in 
“tas 
meaning of 
Act; or 
**(2) obtaining orders or contracts 


making sales within the 
Section 3(k)* of the 


for the use of facilities for which a 
consideration will be paid by the 
client or customer, and 
“whose hours of work of the same 
nature as that performed by non- 
exempt employees do not exceed 20 
percent of the number of hours 
worked in the workweek by such 
non-exempt employees; provided 
that work performed incidental to 
and in conjunction with the em- 
ployee’s own outside sales or solici- 
tations, including incidental deliv- 
eries and collections, shall not be 
regarded as non-exempt work.” 
Reliance upon hearsay informa- 
tion about the Wage and Hour Law 
has often proved expensive. The 
Wage and Hour Division has pub- 
lished a series of pamphlets and 
other publications? dealing with spe- 
cific phases of the law. These in- 
clude general application of the law, 
methods of payment for 
hours and overtime, the partial hours 
exemption permitted for employees 
working under certain types of col- 
lective bargaining agreements, de- 
termination of hours for which em- 


regular 


ployees must be paid, and the ex- 
emptions. 

Already mentioned has been In- 
terpretative Bulletin No. 6, discuss- 
ing application of the Act to retail 
and service establishments. Two 
other publications of great impor- 
tance are called to the attention of 
employers. These are the revised 
Part 516 of the Code of Federal 
Regulations, which constitute the 
official record-keeping requirements, 
and an explanatory bulletin, “Rec- 
ord Keeping Under the Fair Labor 
Standards Act.” 

Since record-keeping errors are 
common in the great majority of 
establishments found in violation of 
the Act, and failure to keep accurate 
and adequate records is a violation 
of the law, these publications should 
be studied most carefully by em- 

(Continued on page 65) 


* Section 3(k) defines “‘sale’’ or sel t 
include any sale, exchange, contract to sell, con- 
signment for sale, shipment for sale »” other 


disposition, 

+ Copies may be secured, free of charge, fron 
an\ Wage-Hour field office, or direct from 
Washington. 1 list of the field offices will be 


found at the end of this article. 
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From Coast to Coast 


With Wholesalers 















Appliance sales in General Electric Sup- 
ply’s Atlanta district are under the man- 
agement of H. D. Peacock. With the 
company for nine years, Peacock helps 
branch managers, salesmen and dealers 
do better merchandising jobs. 
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4 HECKLING GHOST makes no im- 
pression on E. V. “Andy” Anderson as 
he successfully puts across his story to 
Mrs. Smallbudget during a recent sales 
meeting. Andy’s a crack business-getter 
for Graybar’s Boise house. 





Fast service is the usual word-of-the-day 
for Charlie Senior and his associates in 
the shipping department of Lindley Elec- 
tric Supply, Philadelphia. Maybe the 
pictures in their department have some- 
thing to do with their speed. 





Two generations in the electrical supply business. Snapped at his desk, 
giving some experienced advice to his son, Hamilton, is Melville B. Hall, 
head of Melville B. Hall, Inc., St. Louis, one of the city’s pioneer electrical 


wholesaling houses. 





Probably that advice includes reading Wholesaler’s 
Salesman each month, for there’s a copy right smack on the desk. 
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CONGENIAL SURROUNDINGS and then some for Otto Frankenbush, 
vice-president and purchasing agent for Hawkins Electri¢ Co., Chicago. 
Further reason for the smiles is that this live wire wholesale house is 
currently celebrating its 25th Anniversary. 















W. J. Delaney, Jr. is a lighting and panel- 
board specialist for Westinghouse Elec- 
tric & Mfg. Co. He carries that meter 
like a football. 





" 


Shelf-like displays at Mid-State Electric Here we have some of the inside boys of Co-Op Electric Sup- 
Supply, Decatur, Ill., are effective, also ply Company, Chicago. Lined up from the left are Sid Heller, 
save ceiling space. Andy Sachen, Hank McKinney, Ed Ward, Stu Herst and Tony Val. 


Ra omen — = oe oe ae = 





Salesmen have their paper work, too, and here are a couple of Manager of city sales for Barrett Electrical Supply, St. Louis, 
G. E. Supply men of the Cincinnati house, taking care of theirs. Russell Pinnell turns on a ready smile as he points to the lamp 
R. E. Burrows, left, sells traffic appliances, radios, cleaners; display. The boys there lifted their sales volume a good 100 
while Howard Christoff concentrates on supply lines. per cent during the past year. A plenty nice record. 
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THE SENSATIONAL 
CLEANER 
OF THE YEAR 
=. 


THE MODEST MAIDEN bows her head as Howard Burley pops the question. 
Howard is service clerk for Graybar’s Tacoma, Wash., house. Service Superviso) who is Southeastern District Stores 


J. G. Gillespie, center, and Willard Haynes (since transferred to Seattle as service 


clerk) pay no attention to the goings-on. 


Big smile by James W. Barnes, who is vice-president and 
general manager of United States Electric Co., Springfield, Ill. 
He’s taking this priorities problem in his stride. 


While the street in front of Graybar’s San Francisco house 
was being rejuvenated, Salesman Warren Simmons and his as- 
sociates there, managed to come through okay by keeping their 
eyes to the ground and traveling carefully. Simmons special- 
izes on industrials and utilities in that area. 
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With his briefcase is B. C. Luttrell, 


Manager for Westinghouse Electric 
Supply. He headquarters in Atlanta. 


Relaxing at noon are Dale Bridges, inside salesman, and Wil- 
liam R. Schnirring, owner of the Springfield (Ill.) Electric 
Supply Co. Lounge is located in the customer-display room. 


Ai AE NO Ae A AIS OE BIS i Bt 


Snapped in the conference room are, left to right, John L. 
Clugston, lighting specialist; C. H. Weicensang, vice-president; 
M. C. Taradash, president (pointing to one of the new fix- 
tures); L. W. Shaw, sales manager; Ben Poper, lighting special- 
ist. They are with Hyland Electrical Supply, Chicago. 
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ARDY 
=LECTRIC 
CO. 


WHOLESALE 
DISTRIBUTORS 





C. D. Smith, salesman for G. E. Supply's Miami is the place and our wholesaler friends, as would be guessed by the 
Miami house, realizes that samples create sign on the truck, are with Hardy Electric there. Salesman Robinson Farmer 
interest, build sales. and J. E. Hardy discuss the selling features of a 400-ampere panel. 


A seat in the display room gets some heavy usage while the 
photographer goes to work on Fred Reasner, counter man; 
Ken Kraus, electrical manager; and Jim Yackel, fixture sales- 
men—all of Southern Minnesota Supply Co., Mankato. 


1 _ 


Se eee itt eile ow oe i 
For thirty years Solar Light Supplies Co. has been in the 
same general neighborhood of Cincinnati. Lined up in front 
of the firm’s present location are Henry Buckstiegel, outside 
salseman; Otis Ingels, manager; Paul Hahn, inside salesman. 


oe 


H. A. Dunlap, manager of Wesco’s Everyone seems happy at the A. Knoll Electric Supply Co., Cincinnati. Start- 
Spokane, Wash. house, not only watches ing from the left we introduce C. G. Merker, credit manager; Harry Strome, 
sales carefully, but insists upon com- store manager and buyer; stockmen Frank Bernhard and John Roth; R. C. 
pletely accurate stock records. McNeal and Omar Grayson, both counter salesmen. 
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They were all plenty busy at The F. D. Lawrence Electric Co., Cincin- 
nati, and it took a long time to get together, but here they are, and we 
present, from the left, Charles DuBoise, Ed Hamilton, H. C. Berlage. 


Southeastern Florida fs the stam ping C. A. Mueller, Bob Hagerty, and R. G. Jordan. 
ground of George H. Wygant of Westing- 


house Electric Supply, Miami. George 


concentrates on merchandise lines. 








— 











Sunny Miami is the headquarters for 
Counter lineup at Crescent Electric Supply, Madison, Wis. From the left Edward C. Fox, manager for Graybar 
are Earl Dahl, Forrest Dakken, Oscar Freye and Bart Bates, purchasing there. Prior to his taking over that job 
agent. Since picture was taken, Dakken has gone into the army, is now Fox hung up a splendid record on radio 
Corporal Dakken, Camp Callan, San Diego, Cal. broadcasting equipment. 








Lighting men of Farrell-Argast Elec. Co., Indianapolis, gets The boss, George Steiner of Steiner Electric Company, Chicago, 
together. Standing, |. to r., are R. Butler, T. Taylor, Jake is set to toss in any necessary suggestions while Sales Manager 
Kaiser, H. Adamson. Seated are Manager Lee Miles, left, and Frank Kucera talks it over with a customer. Kucera is prob- 
Joe Hostetter. ably telling why a priority is necessary. 
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By John A. Cowan 


General Manager, Westinghouse Distributors, 


Mext 0, D.F. 


Wholesaling—Mexican Model 





IRST let’s get straight on my 

title. I am the Gerente Gen- 

eral of the Cia. Distribuidora, 
Westinghouse, S.A., Avenida Ju- 
arez, No. 76, Mexico, D. F., and 
the company’s office hours are 9:00 
to 1:00, 3:00 to 6:30. Two hours 
for lunch. This should make it clear 
that things are somewhat different 
in Mexico. Now we can get down 
to some interesting facts: 

First of all, there is a shortage of 
electric power throughout Mexico 
just now, which has resulted in cer- 
tain restrictions on the use of cur- 
rent. Only half the lights 
are used, for there 
night window 


We can’t get a 


s 


street 
instance, and 
are restrictions on 
displays in stores. 
three-phase connection for electric 
ranges or water-heaters, and of 


t 
course this restriction has interfered 
with the sale of these items. So 


we're selling gas ranges, and art 


doing very well with them 


Our main business is handlin 
of the Westinghouse merchandise 
lines, and lighting. We do business 
exclusively 


through dealers, with 


the exception of commercial refrig 
eration and X-ray, which we sell 
direct except in those cases where 


we find it advisable to work through 
salesmen out on 


a dealer. Our 


all Mexicans, most of 


territory are 

have sent to the U.S. 
‘3 

i 


1g- 


whom we 
for training. This is one of our 
gest problems—manpower. Ameri- 
cans can’t come in [ 
immigration restrictions. There are 
certain exceptions, for instance in 
the case of an American who has 
resided in Mexico legally for five 
years, or if he was born here. So 
our American staff is necessarily 
very limited. 

You have undoubtedly been told, 
if you ever discussed the subject, 
that Mexico is a price market. This 
is definitely not so. The cars you 
see on the streets, for instance, are 


} : 
pecause Ol 
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( Left 
S.A., in an interior city. (Right) J. A. 
three of his dealers at the U.S.A. annual general distributors convention at West- 
house Mansfield works. 


generally of the more expensive 
There are fewer Fords than 


The pes yple 


inakes. 
Buicks and Cadillacs. 

here will buy the most expensive 
things manufactured in the States 


Kighty percent of the population 
falls in the low-income bracket - 
perhaps the percentage is even large 
but the balance enjoy excellent 
represent the 


incomes and they 


market for electric refrigerators 
and other more expensive appli 
ances. The low income bracket is 


lower than in the States, but the 
may be even 
. U.S., at 
least in that the returns are greater 
The Mexican 


igh income bracket 
iigher than it is in the 
for capital invested. 
businessmen make money, and 
plenty of it. 

By far the greatest demand is for 
radios, and this demand extends to 
the low-income group, which ab- 
sorbs an enormous number, chiefly 
the small, least expensive sets which 
are sold on low weekly payments 


extending over eighteen months—a 
penny on the line 


proposition. 






Westinghouse delivers the goods to a dealer, Cia. Distribuidora Westinghouse, 
Cowan (3rv from left 


gets together with 


a million dollars worth 


More than 


of radios were imported last veat 
and we have our share of this busi 
ness. 


\s to wiring, before the war most 
supplies came from Germany an 


Japan. Now there is a large wir 


factory here, \merican owned, 
which has absorbed most of this 
business. 


In addition to the difficulty in ob- 


taining skilled manpower, anothet 


major problem here is that of the 
constantly fluctuating exchange. All 
of our merchandise is paid for in 
dollars, and is sold here for pesos 
Before the oil expropriation affair 


there were 3.60 pesos to the dollar ; 
then the pesos went to 6.00 and now 
it is 4.85, all in a i 


We have met this problem 


space Ol three 
vears. 
by buying for cash, and securing 
a margin of profit ample enough to 
make up for losses through exchange 
fluctuations. 

Otherwise, generally, the sales 
situation is fundamentally the same 


here as it is in the United States. 


thy hOULE Aki 


STINGHO 
































Co-operation 
Pays Off in Orders 


By helping his customer in practical ways, the salesman 


By D. W. Marlatt 


As told to James E. Knowles 


builds good will, creates a new booster for his line 








D. W. Marlatt, Salesman, Metropolitan 
Electric Supply Co., Chicago 





és MAKE it a point always to 
check the contractor’s or deal- 
er’s. stock. This, 
found that whenever the 


because [| 
whole 
saler’s salesman shows that kind of a 
helpful attitude his customer be- 
anxious for him to walk 
right into the stock room and look 


comes 


over its contents. I[t not only as- 


ee ite 


sits the customer in keeping a well- 
rounded stock but 


salesman can 


frequently the 
suggest worthwhile 
lprovements.” 

This is one of the methods which 


D. W. Marlatt, 
Metropolitan Electrical Supply Co. 


salesman for the 


of Chicago, uses to get more busi- 
ness and to create good will. He 


calls on both dealers and contrac- 
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tors located in the Chicago territory. 

Further discussing the merits of 
cooperation through stock-checking, 
he continued: “It pays the salesman 
with the 
stock clerk. Each can be of help 
to the other. Sometimes the stock 
Inman can offer suggestions to the 
additional 
business and better service. Oftimes 


to cooperate customer's 


salesman that result in 


the salesman can make suggestions 
about the arrangement of stock that 
the clerk can utilize to advantage. 
Then too, if the salesman cultivates 
the LOK | will of the stock room and 
retail clerks, they will be more in- 
terested in pushing his lines. 
“The salesman should never go 
over the head of the clerk when 
it can be prevented. It is much 
more profitable to work out a prob- 
lem with him and should it be neces- 
sary to go higher up, take the clerk 
into full confidence in the matter. 
“Here is an example of how it 
pays to cooperate with the various 
Recently a retail clerk re- 
signed and 


clerks. 
went over to become 
purchasing agent for a new indus- 
trial company. As the firm was 
just starting out they had to buy 
their entire stock. I had never 
gone over the young fellow’s head 
and had become a good friend of 
his through cooperation and for that 
reason he called me up. I went 
over and he gave me a very nice 
order and has been a_ profitable 
customer ever since. 


“T like to do little favors for my 


customers. Frequently the sales- 
man can do things for the contrac- 
tor which will be appreciated by 
him and the contractor will in turn 
direct business his way. I make a 
special effort to keep the contractor 
posted on the new items that come 
out from time to time. He greatly 
appreciates this because he is busy 


and oftimes finds insufficient time 
to comb the market for new gad- 
gets.” 

Marlatt believes the old days 


when a contractor sold lighting fix- 
tures from catalogues are gone. 
Today the customer is encouraged 
to come to the show room of the 
wholesaler. Here is the new pic- 


ture into which the wholesaler’s 


salesman fits. He must work, both 
with the contractor and the owner, 
handling the deal in such a way as 
to please and profit all concerned. 
It takes a lot of persistence and at 
times the salesman must be on the 
go day and night. It is up to him 
to sell the home owner, and _ that 
requires working out a complete 
installation so that the contractor 
can go ahead on the building with- 
out interruption and costly changes. 

The salesman, as go-between, 
can help the owner select equipment 
that will be the most satisfactory to 
him and at the same time he can 
be of great assistance to the con- 
tractor by submitting a plan free of 
the likelihood « 
Ce operation is the key 


f changes and in- 


terruptions. 


to successful selling. 


THE STOCKLITE—an exclusive 


Goodrich fixture 


New Products 
You Can Nell 


DOOR CHIME 




















The Chapel Door Chime has a Sylvite 
shield in antique Ivory. Enclosed bars 
| augmented by individual resonating 
chambers. Sounds two note sequence 
for front entrance, single note for rear 
Edwards & Co., Norwalk, Conn. 





FOR STOCKROOMS! 


It’s amazing what a difference this door. 


When writiog WHOLESALER’S SALESMAN 


bright illumination makes in faster, 


more accurate handling of orders. 





Shelves are uniformly illuminated the Goodrich Stocklite puts the light 


HILLCREST FLUORESCENT 


FI 
(ic 


tures which create 


co 


from top to bottom. Bin interiors come 
to life . . 


corners. Clerks can read fine print 


. stocks can’t hide in dark 


anywhere in the aisle. 


Designed for this specific purpose, 


GOODRICH 


INDUSTRIAL LIGHTING 


XTURE--an 


»odrich design with top aper- 


exclusive 


“daylight” 
nditions. 


where it’s needed; controls it; elimi- 
nates aisle glare. It’s a quick, sure way 
to improve working conditions in any 
stockroom. Ask us to send you Bul- 
letin No. 91. 
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SOLD ONLY THROUGH ELECTRICAL WHOLESALERS | 





a 


RIC 


COMPANY 


ee a ae a 
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FLUORESCENT FIXTURE 





New “Three-Forty'’ fluorescent indus- 
trial fixture, made to accommodate 
three 48-in., 40 watt fluorescent lamps, 
may be furnished wired or unwired. It 


includes sockets, lamp starters, ballasts. 
Available for either chain or pipe sus- 
pension. Day-Brite Lighting, Inc., St. 
Louis, Mo. 
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GENERAL OFFICES AND FACTORY: 4610 BELLE PLAINE AVENUE, CHICAGO, ILL. 
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FLASHLIGHT 


a 


ed 


New rubber flashlight, Rub-R-Lite, comes 
in two and three-cell sizes, focusing or 
fixed-focus types. Contains aluminum 
plated reflector with shatter-proof plas- 
tic lens. Light is insulated in its molded, 
air-tight, one-piece resilient rubber case. 
Claimed to withstand 5000 volt break- 
down test. William M. Lennan, Inc., 


Pasadena, Calif. 
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ELASTIC STOP NUTS 





Anchor type elastic stop nuts, available 
for blind-mounting applications on gen- 
eral industrial equipment, have self-lock- 
ing feature. Designed to provide vibra- 
tion-proof fastenings for removable 
plates and other blind mount attach- 
ments, they are permanently riveted to 
inside of structure. Elastic Stop Nut 
Corp., 2332 Vauxhall Rd., Union, N. J. 
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Petipoint, an air-cooled electric iron 
with dual soleplate, irons ordinary flat- 
work with full-sized soleplate. Smaller 
soleplate, set at an uptilted angle at 
rear of iron, irons ruffles, tucks, gathers 
and corners. Heating element rated at 
120 volts and 1,000 watts. Edmilton 
Corp., Milwaukee, Wis. 


RUBBER COVERED POWER CABLES e BUILDING WIRE 


CRESCENT 


SYNTHOL type SN 
—— 


Made in Sizes 14 AWG to 4/0 AWG 


© ZIavYS GAIYONUV 


SYNTHOL INSULATED WIRE is inher- 


SaGUOD AISIXATA 


ently moisture resistant, flame retarding, 
oil proof, sun proof, easy to fish, clean 
stripping, SAFE and PERMANENT. 

SYNTHOL TYPE SN WIRES have the 
smallest outside diameter allowed by 
the National Electric Code, thus per- 
mitting more copper or more conductors 


with the same size conduit. 


CRESCENT INSULATED WIRE & CABLE CO. 


2) CRESCENT 


WIRE and CABLE 


Factory: TRENTON, N. J.— Stocks in Principal Cities 


JOBBER COOPERATION — 
A PERMANENT POLICY 


CRESCENT ENDURITE SUPER - AGING INSULATION 


SATGVS AVMMUVd GNV GASVYING GvatT 
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SAVES TIME 


Nine basic Wiremold Raceways and their fittings 
may be used independently or interconnected... 
slip together quickly without threading or use 
of special tools. Installed on the surface in new 
or old buildings, Wiremold Systems eliminate 
cutting of floors, walls, ceilings, and make a neat 
finished job without additional painting. 


CONSERVES MATERIALS 


Standard Wiremold Raceway lengths (10 ft.) 
and complete series of fittings are designed to 
cover practically all installation require- 
ments with least cutting, bending, and 
waste. Wiremold sections are strong but 
thin... conserve steel, yet meet all 

Code and Underwriters’ specifications. 


KEEPS WHEELS 
TURNING 


The speed and simplicity of 
Wiremold installation means 





























































less interruption of work in 





plant, office or other build- 
ings. In most cases Wire- 
mold wiring or lighting 
installations can be 
made while normal work 
proceeds, 



























Use these timely Wire- 
mold advantages as 








part of your bid for 





widespread defense 





lighting modernization. 





Wiremold catalogs, 





data sheets and engi- 








neering help are yours 





for the asking. 


THE WIREMOLD COMPANY, HARTFORD, CONN. 
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RHEOSTAT 























Armored type power rheostat is 
mounted in perforated metal housing. 
Flat lug terminals are brought out at 
rear of casing. The % in. bushing and 
nut provide one-hole mounting. Units 
available in standard resistance values 
of | to 5000 ohms. Clarostat Mfg. Co., 
Inc., 285-7 N. 6th St., Brooklyn, N. Y. 
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SCAFFOLD AND LADDERTRUCK——— 
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Elevator scaffold, with guard rail, is se- 
cured at height desired by hooking to 
ladder rungs. May be used independently 
or as a unit of a continuous scaffold. 
Used for painting, equipment inspecting 
or repairing work along walls and ceil- 
ing of structures. Vertical ladder is 
braced and supported upon the angle 
iron A frame base. R. W. Fieroh Co., 
Inc., 3401 S. Hoyne Ave., Chicago, Ill. 
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CONNECTORS 





Multigraph type T-Connectors for tub- 
ing, run and tap, are available to ac- 
commodate from % in. IPS to 6 in. 
IPS on either run or tap. It combines 
the function of T-Connector and coupler. 
Slots between bolts provide independ- 
ent high pressure areas of contact. 
Burndy Engineering Co., Inc., New York, 
N. Y. 
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FLUORESCENT FIXTURE 





New plug-in 24 in. fluorescent fixture 
is supplied with 4 in. or 6 in. fitters. 
Colored plastic ends in ivory, green, 
red, blue are optional. Stewart-Luhn 


Co., Chicago, Ill. 
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DOOR CHIME 








Short tube door chime, Commander, is 
a 2-door chime. Sounds two musical 
notes for front door, one for the rear. 
Its cover is antique ivory plastic. Tubes 
and cover decoration are of brass. 
NuTone Chimes, Inc., Cincinnati, Ohio. 
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ROEBLING 


ELECTRICAL 
WIRES 4»> CABLES 





Regarding Shipments... 


In common with practically all manufacturers 
whose products are vital to Defense, Roebling is 
faced with a situation without precedent. 

Despite our best efforts—the expansion of our 
working force—the installation of new machin- 
ery—and operation on a 24-hour basis—we find 
it impossible to keep up with the demand for 
Roebling electrical wires and cables. 

We want you to know, however, that we 
keenly appreciate your problem. As a buyer, 
ourselves, we know how serious and irritating 
shipping delays can be at a time such as this. 

Unfortunately, the pressure is increasing in- 
stead of decreasing. But we are alert to every 
opportunity to effect improvements. 
And youcan rest assured that no stone 
will be left unturned by Roebling 


in its efforts to meet your needs. 


JOHN A ROEBLING'S SONS COMPANY 


TRENTON, NEW JERSEY 
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And there's just as much difference between 
the streamlined BRIEGEL METHOD of making 
connections and former old-fashioned methods. 
The BRIEGEL METHOD saves you up to 50% 
on time and a substantial saving on materials al- 
lowing you a larger margin of profit on 
each job. Make quick, easy, strong and 
neat connections this MODERN way. 
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No extra turns or twists, 
no nuts to tighten when 
you use B-M connectors 
and couplings. Just TWO 
SQUEEZES with the patented 
B-M indenter (which costs you 
only $1.25) and you have a 
smooth efficient job. 

Approved by Underwriters 
Laboratories. 








DISTRIBUTED BY 





The M. B. Austin Co The Steelduct Co 
Chicago, Il Youngstown, Ohio 

Clayton Mark & Co Enameled Metals 
Evanston, Ill Pittsburgh, Pa. 

Clifton Conduit Co National Enameling & Mig. Co 

Jersey City, N. J Pittsburgh, Pa. 

General Electric Co Triangle Conduit & Cable Co. 

Bridgeport, Conn. Elmhurst, N. ¥. C. 





FLOOR BOXES and, 
WIRING SPECIALTIES 2 





NO. 285 the tire line is 
DOUBLE DUPLEX s+. @ point well worth cons’ 
RECEPTACLE _ Of floor boxes and 

NOZZLE 
[ame v) NO. 330 
8-8f LATROBE TOM THUMB 
ss. 


UTILITY OUTLET 














NO. 130 
ADJUSTABLE WATER 
TIGHT FLOOR BOX 





An attractive unit, 


easy to install. Shown 





herewith No. 200 For use in wood installations 


Cover Plate. and other locations free from 





moisture or mechanical injury. 


No. 130 Box with No. 
207 Bell Nozzle. Cut- 
away view _ illustrates 
how tapered unit re- 


FULLMAN MFG. COMPANY [Repeats 


LATROBE ° 








i ring. Cover plate—3!/," 
. PENNSYLVANIA —overall height—3'/2"'. 
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REFLECTOR 











Industrial Unit, No. 5050, consists of two 
crystal glass prismatic type reflectors 
supported from top by a cast iron yoke 
from bottom by a stamped steel plate 
Unit has one porcelain mogul base 
socket and one porcelain bi-post socket 
Yoke has removable plate for conven- 
ient wiring. Holophane Co., New York 
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LAMP RESISTOR 





Fluorescent Lamp Resistor, Type K-40878 
is used with six-watt T-5 fluorescent 
lamps on either a.c. or d.c. May be 
mounted in any standard fixture or wir- 
ing trough. Insulated for 15000 volts 
to ground. Ward Leonard Electric Co., 
31 South St., Mt. Vernon, N. Y. 
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CIRCULATOR 





Roto-Heat-Beam, a circulator, is de- 
signed for use with space heaters of the 
oil, coal, gas or wood, type. Three sizes 
are available with 10 in., 12 in., or 16 
in. Roto-Beam propellers. Peerless of 
America, Inc., Roto-Beam Division, Chi- 
cago, Ill. 
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WAGES AND HOURS 
(Continued from page 51) 
plovers subject to any provisions of 

the Act. 

The records required are simple 
and of a type that should be easily 
available under any reasonable book- 
keeping system. They must show the 
hours worked, rates of pay, and 
similar items for each employee. 
Certain documents, such as bills of 
lading, orders, and the like, must 
be kept that will help the Division’s 
inspector to determine the coverage 
of an establishment. 

Fines up to $10,000 may be im- 
posed for wilful violations, and for 
second or subsequent violations, im- 
prisonment up to six months with 
or without a fine, may be imposed. 
The courts may bar by injunction 
the shipment in interstate commerce 
of goods produced contrary to the 
provisions of the Act, and also en- 
join violations. 

Furthermore, the Act gives to 
employees an independent right to 
sue for wages legally earned but un- 
paid. If they are successful, the 
courts must award them double the 
amount due and assess court costs 
and plaintiff's attorney fees against 
the defendant. 

General Philip B. Fleming, Ad- 
ministrator, recently said the Wage 
and Hour Law is fulfilling its pur- 
pose. 

“First,” he said, “the law is put- 
ting more people to work. Many 
employers would rather work more 
people on additional shifts at straight 
time than work the same force over 
longer hours at time and a half. 
They find—and my files contain 
hundreds of reports to substantiate 
this—that when people work a rea- 
sonable number of hours, their pro- 
duction records are better, and loss 
through damage or imperfection is 
reduced. 

“Second, unfair competition is be- 
ing eliminated. This was one of the 
chief aims of Congress in passing 
the law. The ‘gyperator’ is being 
forced to mend his ways or go out 
of business. By gyperator, I mean 
the employer who used to undersell 
his competitor by paying his em- 
ployees low wages. Now he has to 
come up at least to the legal mini- 
mum. If he can still undersell the 
reliable operator, he can do so only 
through better management or bet- 
ter goods. And that, I believe, is 
a fair test in any business.” 





FOR YOUR PROTECTION ... 
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Fluorescent Ballasts built to rigid standards and tested for 
compliance with the high qualifications established by the 
Underwriters and the Electrical Testing Laboratories, are 
your best assurance for long life, trouble free installations, 
and satisfied customers. 


Insist that all Fluorescent Ballasts you install bear the 
three seals that stand for dependable performance — 
for Safety: ey for Operating Standards: RR) for 
Quality. Chicago Transformer Fluorescent Ballasts are de- 
signed to more than meet established standards, built under 
an exacting control system for uniformity and subjected to 
constant tests to assure maximum lighting efficiency. 
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A new fluorescent 
installation raises 
the light to 30 foot 
candles in the offices ( 
of the Appleton ( 
Electric Company, ' 
Chicago. Units are 
manufactured by the 

Leader Electric 
Company, also of 
Chicago. 





For 
Surface Wiring 


THE 
P&S-SURFEX LINE 











(Contmued from page 35) the year of July 1, 1940 to June 30, 

1941 is 30 footcandles. as compared 1941, Hygrade Sylvanii has beet 
with an 8-footcandle average as re awarded a bronze plaque by the metals 
cently as 1939. section of the National Safety Council 
\. S. Mengel, also with Westing That period contained no lost time 


ial Reg ee Sy a ee 
house, reported that a modern pro accidents. The trophy was presente: 


+ 


tective exterior plant lighting svstem on James J. Lawler, safety engineer, 

costs $2.500 a mile. The system hi Emporium Div., by Col. John Still 
mentioned consists of asymmetrical water, president of the Council at the 
street-lighting luminaires, mounted on National — Safety Convention — in | 
wood poles with 150-ft. centers, and Chicago. 


using 6,000 lumen lamps. 
Dr. S. G. Hibben, Westinghouse. 
said that defense lighting in industrial 


“YOUR BACK ORDER” 





plants involves “blackout” or protec Keep your temper, Gentle Sir, 

tive lighting of vertical or inclined Writes the manufacturer, 

surfaces, rather than horizontal ones Though your goods are owver-due, 

He demonstrated such lighting aids For a month or maybe two. 

for blackouts as various adaptations o1 We can’t help it, please don’t swear. 
- the “black” lamp and an_ 8-watt Labor’s scarce and metal’s rare. 
Huorescent lamp with an_ ultraviolet Can't get brass, can’t get dies, 
i shield These are facts, we tell no lies. 

Cat. No. 666 Cat. No. 660 
Cat. No. 667 Harry’s drafted, so is Bill, 


111 our work is now uphill, 
So your order, we're afraid, 
May be still a bit delayed. 


Put surface wiring on a quality Hygrade Sylvania ak Goal cok tk deale We coud 


basis and cooperate with the Maybe this month, maybe next. 


nation-wide effort to conserve Wins Safety Award Keep on hoping, don’t say die, 
We'll fill your order bye and bye. 


critical materials. In recognition of the excellent safety 
n of the 


record chalked up by the machine shop From the Luminar, Publicati 
Use these ALL-PORCELAIN 4 its Emporium, Pa., tube factory tor Electric Club of Washington. 


self-contained devices with 


either metallic or non-metallic a TSP APPLIANCE 
. _— 5 -RETAIL Sromes, INC 
cable. - a acerca: I 


, i 


Save Boxes—Save a foot of 


h 


wire at every outlet. 


Send for your copy of our 


Defense Catalog 








Pass & Seymour, Inc. 


SYRACUSE, N. Y. “I won't be home for dinner tonight, honey, a range salesman is giving me a 
poo 


demonstration! 
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J. H. McKenna to Pierce 
Labs Executive Staff 


NEW YORK—Contact with all de- 
fense industries will be the responsibil- 
ity of John H. McKenna, new member 
of the executive staff of Pierce Lab- 
oratory, Inc., manufacturers of Pierce- 
way plastic surface wiring systems. 

Mr. McKenna has been associated 
with Knapp-Monarch as national util- 
ity sales manager. He is active in 
many trade and fraternal organizations 
and is well known in the electrical and 
hardware industries. 


Freeman New Wabash S.M. 


BROOKLY N—W. R. Freeman is the 
new sales manager of Wabash Appli- 
ice Corp. and its subsidiary, Birds- 
eve Electric Corp. He will direct 
sales of all Wabash incandescent and 
Birdseye reflector lamps, while Philip 
Sperry will continue as sales manager 
ot flash bulbs. Freeman comes from 
1 position as assistant general sales 


manager with Manning-Bowman. 


Boekel @ 


TO READ 





Thirteenth Boston Conference 
on Distribution 


Contributions made at the Thirteenth 
Boston Conference on Distribution to 
thinking which in large measure centered 
around economic and other problems re 
lated to national defense, have been col 
lected in one volume. This may be 
secured from The Retail Trade Board, 
Boston, for $3.75. Such subjects as “The 
American Way of Doing Business,” “You 
Can’t Do Business with Hitler,” “Your 
Part in Our National Emergency,” “The 
Retailer and National Defense,” “Na- 
tional Defense—Our New Industry,” 
“Price Regulation and Price Fixing 
European and American Experience” were 
treated by outstanding speakers and au- 
thorities 


THESE FELLOWS ARE 


Seventh Edition Standard Handbook | 


For Electrical Engineers 


Archer A. 
Knowlton, editor 


Interviews with electrical engineers in 
diversified professional activities set the 
pattern for this revision of the Hand- 
book. Although there have been shifts 
in the order of importance of various 
branches of the electrical art represented, 
there has been no basic departure from 
the familiar sequence of the book, and 
while the foundamentals of electrical engi- 
neering are represented, recognition is 
given to typically modern departments. 
The 2,303 page book is divided into 26 
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$0 ARE Paragon TIME SWITCHES 


Yes... Paragon 300 Series Time Switches are tough, rugged 
and durable. When you sell one of these units ‘it stays 
sold’. It pleases the contractor because it is easy to install 
and requires a minimum of service. It pleases the user be- 
cause it gives trouble-free service for an extra long time. 
(1) Series 300 units have only two exposed 
gears; all others operate in a sealed oil filled 
—- dust cannot — them. (2) eee Ps f 
y a slow speed, self-starting, synchronous 
motor. (3) Guaranteed for 20° below zero. (4) 300 a R ES 
2,000% more dial power than necessary to 
operate the OFF tripper. (5) Attractive modern 
case made of 18 gauge steel. (6) Switch for 
both ON and OFF provides fast snap action. 
(7) Covered by standard Paragon guarantee of 
satisfactory service, workmanship and material. 
A great time switch value for only $13.00 
list. Several other types available. Send for a 
complete catalog. 


PARAGON ELECTRIC CO. 
403 S. DEARBORN ST. 
CHICAGO, ILLINOIS 

















sections, contains contributions from 102 | 

authors who are authorities in their field. 

McGraw-Hill Book Company $8.00. 
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* * 7 t Men and Volts 
John Winthrop Hammond 


The story of the birth and growing 
pains of the Electrical Age is told in 
terms of its pioneers. Edison, Thomson, 
Coffin, Steinmetz—their discoveries, trials 
and amazing successes, come to life. Other 
pioneers not so well known gain recog 
nition. Although the book is a story of 
the origin and first thirty-odd years of 
the General Electric Company, it goes be- 
yond the limits of a biography of one 
industrial organization and tells the story 


of electricity and of its pioneers. J. B 
Lippincott Co. $2.50. 
Strategy in Selling J. C. Aspley 


Methods used by successful salesmen to 
get business under today’s conditions are 
treated in a series of seven small 60-70 
page volumes, neatly packaged into one 
unit. Important points are high-lighted, 
a check list at the end of each book makes 
it possible for the salesman to measure 
himself objectively against points cov 
ered. Titles of the individual volumes 


ners Ty 
pr inc. beratay,- 
INSPECTED 
ELECTRIC FIXTURE 





Check the advantages of this new economical indus- 
trial unit before you buy any fluorescent lighting 


' oqociens. ae are “Planning the Sale,” “Getting Better 
Underwriters Ap or individual or continuous line i i wi % CONfaL sng > Prese ; ” 
proved fluorescent Patent “One Man Installation” Oe og ye Inter va ws “Making the ‘i Presentation, 
fixture, Lighting hanging, and wiring may be exposed at any time Disposing of Objections, Closing the 
coon of te Sieur without dismembering the fixture. Sale,” “Managing Your Time,” “Thr 
nti “a Placa Provision made for third lamp, that may be added Wav to Leadershiv.” The Dartnell Coro 
fon t6 the shesi later without taking fixture down. hige ace! e€ Varun | 
fications of that Klasium White reflecting surface, Lighting Prod- $6.00. 
sesociatio: ucts’ exclusive permanent finish. (Sample and speci- 

fications will be sent at your request.) 

Write today for Bulletin 275 for full details about thia 

highly efficient, easy to inatall fluorescent industrial 


r 
fuminaire 


LIGHTING PRODUCTS INC. 
Highland Park, Illinois, U.S.A. 


SOLVES YOUR INDUSTRIAL LIGHTING 












John H. Webb, formerly with the 
Campbell Hardware Co., Seattle, is 
now selling in the Pacific Northwest 
territory for the Black & Decker Mfg. 


Co., Towson, Md. He headquarters at 
SWIVEL CLAMP CONNECTOR ses — ay 








No Removable Parts ' 

Frank W. Morris, recently with the 
Dayton Pipe Coupling Div., National 
Supply Co., Pittsburgh, succeeds J. V. 
Greer, resigned, as West Coast sales 
manager of Spang Chalfant, Inc., is 
headquartering in Los Angeles Mr. 
Morris has behind him several years 
association with the Spang Chaltant 
sales organization. 








PYLETS 


... the improved heavy duty 
conduit fittings. Standard and 2 | | 
ion- , Recently appointed manager of Cut 
Explosion = types. Catalog Nos. Cé to C10 ler-Hammer’s Cincinnati district sales 
office is E. C. Bolton. He brings to 
the job the broad selling experience 
of nineteen years with the company. 


Self-aligning covers save time 
and prevent trouble. 
* 
PLUGS AND RECEPTACLES 


David Feiner is the new president 
VAPORTIGHT FIXTURES 


and general manager of the Efcolite 





FLOODLIGHT PROJECTORS Corp., lighting manufacturers of Tren- 
AIRPORT LIGHTING EQUIPMENT CLOSED a J. Feiner -- a9 ny in the 
ighting business in Long Island. 
Write for bulletins WRITE FOR CATALOG NO. 3LC : 


THE PYLE-NATIONAL Showing Complete Line of L. O. Fryer, Graybar Electric Co., 
COMPANY Solderless Lugs and Connectors has been transferred to the company’s 


Dallas office as assistant manager. He 

1344 North Kostner Avenue KRUEGER & HUDEPO | . ae ee 7 

HL | os, ECO ] zg sec etar\ Oo _- en- 

CHICAGO, ILLINOIS 236 VINE ST. « - - CINCINNATI. OHIO eral Sales Committee at the company's 
New York headquarters in 1940. 
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The MOST COMPLETE 


LINE OF 


Parallel and 90° taps—and com- 
binations—for the widest variety of 
applications. For conductor sizes up 
to 1,000,000 CM. 

Now you can select from a really 
complete line of standard and 
special taps. Carefully designed— 
made right—and giving excellent 
service to all classes of users. 
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Gutter 
Tap with 
sakelite 
Cover, 
nished for all 
Cable Taps. 


Insulating covers can be fur- 
types of 


Penn-Union 


2-Way Gutter 
Tap; main 
and branch 
sizes 8 to 
1,000,000. 








Two Separate Parallel Taps to a con- 
tinuous main conductor. 


Com bination J 
Cable Tap; 
one branch 
tap parallel 
to main, and 
one at 90°, 






And many more 
—write for the 
PENN - UNION 
Catalog. 


The Most 
Complete line of Service Connectors 
—Terminals—and thousands of other 
fittings, for all requirements. 
Penn-Union is the choice of lead- 
ing utilities, “industrials,” and man- 
ufacturers of electrical equipment. 


Sold by Leading Jobbers 


PENN-UNION 


ELECTRIC CORPORATION 
ERIE, PA. 


UNION 


Conductor Fittings 





| 


MORE FACTS 
ON PRODUCTS 






Blower—Concealed blower-type home 
kitchen ventilating fan is described in 
bulletin No. 600-A. Made by Trade- 
Wind Motor Fans, Inc., of Los An- 


geles. 


Electrical Equipment—The Coltalog, 
published by Colt’s Patent Fire Arms 
Mfg. Co., Hartford, Conn., illustrates, 
describes, give catalog data, and lists 
prices in more than 50 pages of mate 
rial descriptive of the company’s elec- 
trical products 


Fluorescents— Fluorescent lighting cat 
alog Section FL-4 and catalog and 
price sheet FL-5A cover new deluxe 
glass-enclosed fluorescent lighting 
units and Line-O-Lamps, give pre- 
liminary price and specification data 
on a new 4-lamp V-type lighting unit 
Wiremold Co., Hartford, Conn 


Infra-Red—A 16-page manual, PS-29, 
covering applications in the industrial, 
printing and motor-baking fields, is 


available from The Fostoria Pressed 
Steel Corp., Fostoria, O. 

Lighting—lIllustrated booklet A3983, 
“Christmas Greetings With Light”, 


released by the Commercial Engineer 
ing Dept., Westinghouse Elec. & Mfg 
Co., Bloomfield, N. J., contains sugges 
tions for lighting indoors and out, in 
cludes drawings, photographs and de 
tailed plans. 


Transformers 
formance 


Technical data, per 
graphs, specifications and 
applications are included in an attrac 
tive 2l-page booklet on constant volt 
age transformers made _ by _ Sola 
“lectric Company, Chicago. 


OBITUARIES 





George S. Lawler 


George S. Lawler, 67, chief electrical 
engineer of the Associated Mutual Fire 
Insurance Companies, since 
1907, and an outstanding authority on 
electrical fire hazards, died at Lynn, 
Mass. on Oct. 31 from a relapse after 
an operation. Mr. Lawler was widely 
known in the country as a consultant, 
and was long influential in the prepara- 
tion of the National Electrical Code 


Joston, 
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increase porcelain 


sales with - 
[LLINOTS 
ad 00) 2) Ol On 8 


@ In addition to their 
value in farm and residential wiring, 
Contractors and Architects use Illinois 
Porcelain extensively for Industrial in- 


exceptional 


stallations such as warehouses, cold 
storage and packing plants, dairies, 
chemical works, ice plants, breweries, 
and other places where 
dampness and fire haz- 
ards are prevalent. 





CLEATS 


Standard one, two, 
and three wire types 








STANDARD TUBES 


In sizes 2 to 48 in- 
ches long, 5/16 to 3 





inch diameter in fol- KNOBS 
lowing types: un- 

stoned glazed, split, Cement coated — nail 
floor, split floor, head- — genuine leather 


washer — code stand- 
ard. They don’t chip 
when driven in and 
they do stay in place 
and have a firm grip. 


less, curved end, 
crossover split, and 
crossover. Diameters 
all uniform both in- 
side and outside. 


ILLINOIS 
ELECTRIC PORCELAIN CO. 
Macomb IMinois 





. . » FOR TOP QUALITY 
AND Exact DIMENSIONS 
X a 
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Sherman 


SPLICING 
SLEEVES 


Precision Made 
for Enduring 
Service 





Split Tinned 
Sleeve 





ing Sleeves make the 
finest of joints — 
strong, secure, free 
from corrosion. All 
sleeves made to ac- 
cepted standards of 
the electric utility 
trade, stamped for 
identification, and 
carefully packed. For 
uniformity and un- 
failing dependability, 
standardize on 
Sherman sleeves. 


) HB. Sherman Mfg. Co. 


the Seamless a 
“Figure 8” Oval Battle Creek, Michigan 


W ite —for Sherman catalog illus- 


trating the complete Sherman line of Elec- 








trical specialties and giving full specifica 


tions. 





HAVE YOU TRIED 
The New Ilsco Lugs? 





BUILT FOR OVERLOADS! 


The new design—as passed 
by the Underwriters’ Labo- 
ratories May 1, 1940. 








GENTLEMEN: A... 7 
SEND ME new Catalog & Sample! TODAY 
BD cc cccxecccnsdvssoneesestecessececassesnace 
PED cccccccccccecceccurscccacesevcesececesceses 
Address .. 

GR ORE Bele cc ccccccccccccccccccccccsccoccece 











These Sherman Splic- | 





ILSCO COPPER TUBE 


AND PRODUCTS, INC. 


5629 MADISON ROAD ---— CIN.,O. 
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e Manufacturers 


Representative 


Manufacturers Representative is seek- 
ing additional line Electrical material 
for Southern California, Nevada and 
Arizona, for the jobbing trade only. 
commission basis, years of experience 
with best accounts, have warehouse. 
references. 


Box No. 121 c/o Wholesaler’s Sales- 
man, 330 West 42nd Street. New York, 
m.. t. 








SUPERIOR 
SERVICE 
INSULATORS 


Superior Quality Service 
Knobs and House Brackets 
SEND NOW for com- 
plete information and 
price lists. 


SUPERIOR PORCELAIN CO. 


BOX 669 PARKERSBURG, W. VA. 

















can't sell your 
product if you don't 
tell your salesmen—our 
readers—the whole story 


FIRST 





Tell them FIRST 
Tell them OFTEN 
Tell them ALL 


FOR 
BETTER SELLING 


WHOLESALER’S SALESMAN 


330 West 42nd Street, New York, N. Y. 
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